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“When the Farmer Has Money, He Buys,” says Norm Mason, civic-minded lumberman. 


IN THIS ISSUE: Here's your farm market ... How to get and keep farm business . . . Nebraska dealer features 
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Theyre here! Woodtex Pastel Blends 


Illustrated—Pastel Blue Blend 


By popular demand, Woodtex Asphalt Shingles are 


Fire-resistant Woodtex Shingles, ex- 


now available in Pastel Blue Blend and Pastel Green clusively CERTAIN-TEED, now come 


Blend. These artistic blends offer just what many a a Se ae 


homeowners have been seeking—a distinctive-looking 


roof that offers years of assured protection. Pastel Blue Blend Green Biend 


For Woodtex is—first, last and always—a top-quality Pastel Green Blend Gray Blend 


asphalt shingle. Its unique raised grain for beauty and ne ee pet Otead 


high wind resistance and its 250 pounds per square 


make it a wonderful reroofing shingle, too. Two-tone Black Brown Blend 
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ASPHALT ROOFING » SHINGLES + SIDINGS 
ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER + LATH » WALLBOARD + ROOF DECKS 
ACOUSTICAL TILE INSULATION  FIBERBOARD 


PRODUCTS 


Quality made Certain ...Satisfaction Guaranteed 
CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENN, 
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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—lIdentifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
— journalism and service toward these ends. The 
itors. 
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NUTONE HEAT-A-LITE * 


- « « Warm up “Cold Spots” in hard-to-heat rooms. 
A revolutionary new electric ceiling heater and 
overhead light. Saves valuable wall space. Easy 
to install... no pipes . . . no ducts. Safer than 
wall heaters. 10 models . . . $49.95 to $67.95 list. 


* U.S. and Foreign Patents Pending 








NUTONE 
DOOR CHIMES 
+ « « Get rid of “Noisy Bells 


NUTONE VENTILATING FANS 


. Eliminate kitchen grease and banish cooking 
odors with NuTone's exclusive, quickly removable 
patented grille . . . easiest to clean . . . highest 
air delivery . . . quieter operation. Lower in cost 
. . . easier to install. Choose from 9 wall and ceiling 
models — $24.20 to $36.95 list. 


NUTON 
TRANSFORMERS 


and Buzzers." Give your homes NuTone low-voltage transform- 
a friendly, musical welcome at ers are guaranteed against 
the front door. 14 smartly burnout" by means of a bi- 
styled models for kitchen, metal thermo-switch which pre- 
hallway, or living room .. . vents overheating . . . Carry a 
harmonize perfectly with any “lifetime guarantee" . . . 
interior. $4.25 to $82.75 list. , 5 Models, $1.70 to $3.00 list. 


NUTONE PUSHBUTTONS 


NuTone offers America's most beautiful line of Push- 
buttons . . . a style for every doorway . . . a price 
for every purse . . . gleaming brass finish . . . 
weatherproof and tarnishproof. 6 smart styles priced 
as low as 35¢ to $2.50 list. 


NUTONE, INC., Dept. AL5, Cincinnati 27, Ohio 
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WASHINGTON REPORT 












Much anxiety and talk in the capital, these past 
few weeks; centering of course in the steel 
crisis and in the resulting uneasiness of busi- 
ness over possible nationalization of industry. 
Its been a creeping labor crisis, for a long time; 
put the present affair got going when the Wage 
Stabilization Board recommended the steel 
wage package and approval of the union shop. 
The high point was the Presidential seizure of 
the steel mills. 


Many business men admit that the steel workers’ 
wages, measured against what’s been given to 
other workers, were due for an increase. But 
few if any business men approve the method 
followed. That method is an open invitation 
to every other. union to start a blustering strike 
demonstration, in order to get its “problem” re- 
ferred to the WSB. The Railroad Brother- 
hoods are likely to be the first to accept this in- 
vitation. Clearly, some things need doing, and 
now. 


The mechanics of wage adjustment have been set 
up by legislation and can be changed by Con- 
gress. Men who have followed the WSB say 
that in certain respects it has been a colossal 
failure. It has eighteen members; six each for 
labor, industry and the public. This tri-partite 
organization hasn’t been successful; and for 
rather astonishing reasons. The labor mem- 
bers, as everybody expected, have been wholly 
cynical in following the labor line and wholly 
contemptuous of all pleas based upon national 
welfare. The public members, we’re told, are 
able and conscientious; as high-grade men as 
could be found. But industry members, it 
seems, for the most part were silent and did 
nothing. This gave labor the veto power over 
every proposal; six labor members against six 
public members. 


o@ 


| This helps explain those recommendations issued 
' by the Board. No measure could be adopted un- 
less it followed the labor line. Steel manage- 
ment would have accepted the whole package, 
we're told, if the cost of the higher wages could 
be added to steel prices. This addition was ex- 
pected; which may explain the behavior of the 
industry members of the WSB. But the price 
advance demanded was $12 a ton; and when 
Federal control officials refused to allow this 
amount, management refused to settle. The 
strike threat followed, and the President seized 
the steel mills. 


The public certainly didn’t want steel production 
to stop; and most people were shocked over 
such a threat in the midst of national rearm- 

—_ ament. They needn’t have been too much sur- 

prised. They should have remembered that 

John Lewis called two coal strikes while this 

country was fighting a global war. On the 
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other hand, few business men could be pleased 
by a settlement that would have threatened the 
country with a big, universal wage boost and 
with a following tidal wave of inflation. 


But business men were quite as much dismayed 


by the preventive measures used by the Admin- 
istration. When the President said he would 
decide precisely what settlement the steel in- 
dustry must make with its workers, John Citi- 
zen reflected with understandable alarm that if 
one settlement could be dictated to one indus- 
try, then any settlement could be dictated to 
any industry. That way lies nationalization. 


Congress in its excitement talked of denying 


funds for the seizure and operation of any 
plant, unless the seizure had been authorized by 
law. But this is:a thumb-handed, indirect 
method that can, itself, easily degenerate into 
dictatorship. Let’s say that Congress doesn’t 
like some judicial decision and uses its power 
of appropriation to coerce or destroy the judi- 
cial branch of the government by refusing to 
appropriate funds for judicial salaries and 
court operating expenses. That extreme: case 
would be the end of free government as we 
understand it in the United States. Not likely 
to happen? No. But, like the President’s 
action, if it can happen in one place it can 
happen in any place. 


What Congress never has done and quite clearly 


should do is to set up fair and workable stand- 
ards and methods of settling management- 
labor disputes, with the right of appeal to the 
courts for a review of decisions. Then there 
should be a denial of the right to strike in in- 
dustries held to be basic and vital to the na- 
tional! safety. 


The President has been operating under claimed 


constitutional powers that are not spelled out 
in the constitution itself or in lezislative enact- 
ments. They’re called implied or inherent pow- 
ers. The New York Times, which denounced 
the seizure of the steel mills, added that these 
implied executive powers had been invoked suc- 
cessfully some fifteen times, by four Presidents ; 
including Jefferson and Lincoln. 


Because it’s dangerous to business, as it is to all 


citizens, to have these assumed powers hanging 
around without being clearly defined, it’s time 
that this whole question should be brought be- 
fore the Supreme Court; the only tribunal or 
agency with authority to decide whether or not 
the President has these powers. If he does 
have them, the Court should define them in 
clear and inclusive terms. If the Court finds 
that the constitution does sanction Presidential 
powers that no longer fit the needs of these 
times, then a constitutional amendment is indi- 
cated. 
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Let the toughest, smoothest workman in 
the business help you sell. Everywhere 
you look there’s a use for GPX plastic- 
faced plywood . . . and each use means selling 
opportunities for you. Homeowners, builders, 
farmers and all types of industry are discovering GPX’s 
outstanding performance and cost-cutting advantages. 
Good prospects are all around you. It’s easy to uncover 
them. Sample all your customers . . . pass out GPX 
folders . . . display a panel in your showroom . . . it pays 
to tell the GPX story of versatility. 


GPX IS MADE FROM TOP-GRADE DOUGLAS FIR PLYWOOD with solid cores, 
bonded and surfaced with water-resistant phenolic resin adhesive. 
Armor-hard, satin-smooth, it resists abrasion, moisture, heat, 
organic solvents, vermin, mold, and staining. Standard panels 
are 4’ x 8’, 5/16” to 1%” thick. GPX comes in four grades: 


CONCRETE FORM EXTERIOR PAINT (Brown) 
GENERAL USE INTERIOR PAINT (White) 


Call our Georgia-Pacific Representative today, or write — 





it. GEORGIA — PACIFIC 
PLYWO00D COMPANY 
611-5A North Capitol Way, Olympia, Wash. 


OFFICES OR WAREHOUSES IN: Augusta, Birmingham, Boston, Chicago, Columbia, 
- Detroit, Lancaster, Louisville, Memphis, Nashville, Newark, New Hyde Park, Olympia, 
Orlando, Philadelphia, Pittsburgh, Providence, Raleigh, Richmond, Savannah, Vineland 
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EXTERIOR SIDING . . . Attractive and 
durable, GPX General Use Grade 
needs no preservative treatment. 
Paint Grade covers smoothly with 
less paint. Tell contractors how GPX 
can save them time and money. 





CONCRETE FORMS . . . GPX can be re. 

used 50 or more times on each side 

and the smooth surface reduces fin- 

ishing costs as much‘ as 50%. Capi- 

talize on the growing fame of GPX, 

— advertised plywood in its 
eld. 






HOBBIES AND CRAFTS . . . GPX is ideal 
for cabinets, den paneling, outdoor 
furniture, sand boxes, and many 
other home projects. Be sure to point 
out the unusual beauty and easy 
workability of GPX to home-owners 
in your area. 





FARM BUILDING . . . Moisture-, rot-, 
mold-, and vermin-resistance makes 
GPX the all-around farm building 
and utility material. Suggest GPX to 
farmers for all building and mainte- 
nance work. 


INDUSTRIAL USES . . . GPX is ideally 
suited for inspection tables, counters, 
outdoor signs, shutters, display 
stands, desks, lockers, furniture, 
Army and Air Force containers, dry- 
ing tunnels, anti-slip flooring, fout 





dry match plates, boat construction, 
hic and many more uses. 
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NEWS BRIEFS 





Lumber Shipmenis Drop. Lumber shipments and new orders 
reversed a treud in the week ended April 12 when they dropped 
below production. In the 15 weeks since the beginning of the year, 
shipments have averaged 5.8% above production, while new orders 
have exceeded output by an average 7.9%. However, in the latest 
reporting period, shipments were 7.4% below prvuduction and new 
orders were 1.1% below. 

* * * 

Caulking in color. Announcement has been made by the Cal- 
bar Paint and Varnish Co. that its caulking compounds are now 
being marketed in a choice of 26 permanent culors. The company 
adds that the colors chosen were selected as standard to match or 
harmonize with shingles, roofing and siding. The new products 
meets specifications of the Asbestos Cement Products Association 
and Federal requirements. 

s ca co 

Push dryers, incinerators. Appliance makers are stepping up 
sales and promotional campaigns to boost the popularity of auto- 
matic dryers and gas incinerators. The automatic dryer is con- 
sidered the fastest-growing item among household appliances. It 
took only five years to sell one million dryers, as compared to the 
10 that passed before the one-millionth washer was sold. The 
surge of householders to the suburbs has created too big a trash- 
disposal problem for most small towns. To meet it they’re passing 
ordinances requiring on-premise garbage disposal. Result: gas 
incinerator output rose 82% to 30,000 units last year, and is likely 
to jump that much again this year. 

e a & 


Reynolds New Alumber. With the present supply of alumi- 
num soon to be doubled the Reynolds Metal Co. has announced 
that they are again going after the building market with a new 
kind of lumber called “Alumber.” They plan to offer special sec- 
tions for window sills, jambs, joists, studs, bearings, spandrel 
beams, interior and exterior trim, etc. They say the new material 
will be nailable and can be cut and sawed like regular lumber. 

* * > 


Paint Sales Booms. William C. Dabney, president of Devoe & 
Raynolds Company, has recently reported some interesting data 
on the paint industry. Sales have soared 206.3% since 1940 and 
they are now in the billion dollar a year class. But the surprising 
thing is that Dabney frankly states that their business is no longer 
an “adjunct of the building industry.” He reports that the paint 
industry has outgrown its role as a part of the construction in- 
dustry and that today “only a small percent of total sales stem 
from new construction. The overwhelming volume of purchases 
are made from the paint industry’s trade sales or canned goods 
divisions to homeowners who, for the first time in 1950, outnum- 
ered renters in the U. S.” 

td * & 
_ Public housing up. Public housing accounts for 18,100 starts 
in the first quarter of 1952, as compared with 11,400 for the same 
period last year. The Department of Labor indicates that 28,100 
new public housing units were started in the nine months, July 
through March of the 1951-1952 fiscal year. Just 26,500 of these 
represent units begun under the 50,000 limit established by Con- 
gress for the fiscal year ending this June. 

* © a 


_ Inflation reduced. The recent downturn in business loans con- 
tinued for the third straight week, indicating further easing of in- 
flationary pressures. The latest decline, amounting to 123 million, 
brought the total reported by leading Federal Reserve banks to 
a shade over 21 billion. This is nearly 1.8 billion higher than last 
year's total, however the SEC reports that almost three quarters 
of the loans put into liquid savings last year was laid away in the 
last half. Individuals increased their currency and bank deposits 
by 5.8 billion last year, as against 4.2 billion in 1950. 
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End to Regulation W 
Not Being Considered 


A Federal Reserve Board offi- 
cial declared the Government 
is not “at present” considering 
suspending controls over con- 
sumer instalment buying. 


He made the statement fol- 
lowing reports that the board 
was ready to suspend the curbs 
—barring changes in the eco- 
nomic picture—as soon as it 
sees what Congress does to its 
control powers in acting on the 
defense production law which 
expires June 30. The board 
fears that if it ends its instal- 
ment curbs before then, Con- 
gress may not restore its 
powers if it extends the con- 
trols law. 


An end to instalment curbs 
would mean no more Govern- 
ment requirements as to down 
payments on automobiles, radio 
and TV sets, furniture, refrig- 

. erators and many other items. 


The Reserve Board’s Regula- 
tion W now requires at least 
one-third down on most autos 
and 15% down on most other 
consumer items. Payments have 
to be completed within 18 
months. 

There was no official com- 
ment by the Reserve Board, but 
high officials told the Asso- 
ciated Press the board had been 
reviewing Regulation W and 


had decided it could be dropped, ~ 


at least for a while. 

The officials, who declined to 
be quoted by name, said re- 
moval of the restrictions might 
spur lagging sales of many 
items covered by the curbs. 


Business Pickup 
Noted by Long-Bell 


Business of Long-Bell Lum- 
ber Co. has showed a decided 
pickup in recent weeks and the 
outlook for the months to come 
appears “exceptionally bright,” 
J. M. White, president, told 
those attending the Company’s 
annual meeting at Kansas City. 


Orders are coming in good 
volume and low grades of lum- 
ber also are moving at a faster 
rate than at any time in several 
months, he said. Prices are 


9 


ea en heeeeen 


Pe Pe EE DTI LIT EY NN 


pares yee neon arrane mere me 

















spEciFIED 


Quick Shipment 


in DOUGLAS FIR 





High speed equipment gives 
smooth manufacture. Our crew 
works with our management to 
give you extra fast service. 





Fast shipment for the exact 
lengths and widths you need in 
standard green Douglas Fir. No 
“cats and dogs” leftover to run 
away with your profit. Air-King’s 
quick service cuts your inventory 
— increases your turnover and 
your profit. 


SPECIFIED 
LENGTHS 


GRADE 
STAMPED 





Shipped fast and on 
time! Let us demon- 


strate. 





MANUFACTURING 
CORP. 


Tigard, Oregon 


* pany. 








close to ceilings and at the ceil- 
ing level on many items. 


“Long-Bell has advanced 
prices on some grades of. lum- 
ber in recent weeks and the 
order file continues to grow,” 
Mr. White said. 


The backlog is well above the 
year-end figure and represents 
an increase of more than 500 
cars, he said. The forward buy- 
ing by retailers has been par- 
ticularly pronounced since re- 
lease of the new ceiling in 
mid-March. 


Demand for lumber, Mr. 
White advised stockholders, 
will largely depend on the 
housing situation. There are 
many conflicting reports as to 
the number of houses to be 
built, but if the latest estimate 
of a million starts holds up, 
Long-Bell should have a busy 
year, Mr. White predicted. 


The first quarter of 1952 
showed a profit, although well 
below the earnings in the first 
quarter of last year, which 
were the best first three months 
ever experienced by the com- 
The improvement in 
earnings this year should con- 
tinue, reflecting the new plant 
and facility. 


Lift "Frivolous" 
Building Ban Soon 


Government mobilizers will 
lift their ban on construction 
of theatres, bowling alleys and 
other entertainment and recre- 
ational projects — probably by 
mid-summer. 

It’s impossible to say how 
many penny arcades, country 
clubs, roller coasters and other 
things the planners consider 
frivolous will get the green 
light in the July-August-Sep- 
tember quarter. But about 350 
projects valued at about $150 
million—most of them in this 
category—were denied rations 
of materials in the current 
quarter. 

These will be first in line for 
approval, but they don’t repre- 
sent all proposed entertainment 
and recreational projects. 
There may be hundreds more 
that haven’t come to the atten- 
tion of the planners. 

The step—when it’s taken— 
will put the nation’s construc- 
tion industry back on a normal 
footing for the first time since 





late 1950 when curbs were orig- 
inally slapped on “non-essen- 
tial” projects. Although build- 
ers will still be subject to con. 
trols on the amounts and kinds 
of materials they can use, they 
will at least get small allow- 
ances of steel, copper and 
aluminum for any type of proj- 
ect they want to put up. 


Key to timing. The National 
Production Authority will offi- 
cially deny that any decision 
has been made to lift the ban. 
But plans are definitely in the 
discussion stage and at least 
one top official figures the re- 
laxation is “likely” to take ef- 
fect in the third quarter. 


Developments in the construc- 
tion industry in the next 30 to 
60 days hold the key to the 
timing of the entertainment re- 
laxation. Here’s how the situa- 
tion shapes up: 


On March 17, more than a 
month ago, the Defense Pro- 
duction Administration invited 
builders of commercial and in- 
dustrial — but not recreational 
—projects to draw up plans 
and file applications for rations 
of controlled materials in the 
third and fourth quarters of 
this year. The planners didn’t 
promise that the materials 
would be forthcoming, but they 
strongly hinted as much. 


Despite the invitation, how- 
ever, no torrent of applications 
to build ice cream factories or 
retail stores has flooded into 
N.P.A. In fact, says one plan- 
ner, there has been no notice- 
able increase in the rate of 
applications to build commer- 
cial and industrial projects 
since the invitation was made. 


Sandwich Walls 


Cut Building Costs 


In Marietta, Ohio, a new $100 
million plant is, going up for 
the electro metallurgical divi- 
sion of Union Carbide & Car- 
bon Corp. Its outer walls will 
cost 30% —or $600,000 — less 
than if built with up-to-now 
orthodox construction. 


This trick is being turned by 
huge prefabricated concrete 
panels that fit together to make 
the walls. A nine-man_ crew 
using a mobile crane 1s i 
stalling four eight-by-ten-foot 
panels an hour. It would take 4 
crew of 20 three-dollar-an-hour 


May 5, 1952, AMERICAN LUMBERMAN & 
































rig- 
sen- 
nild- 
con- 
inds 
they 
low- 
and 
roj- 


onal 


ision 
ban. 
the 
least 
» re- 
2 ef- 


ruc- 
0 to 

the 
t re- 
itua- 


in a 
Pro- 
yited 
1 in- 
onal 
ans 
sions 

the 
s of 
idn’t 
rials 
they 


how- 
tions 
1s OF 
into 
ylan- 
\tice- 
e of 
mer- 
jects 
lade. 


$100 
for 
divi- 
Car- 
will 
. less 
now 


d by 
ete 
nake 
orew 

in- 
foot 
ke & 
hour 












In Construction work... 
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..MORE SPEED-HAULING POWER,TO0! 


Now! Three new Ford Truck Engines 
feature LOW-FRICTION, high-compres- 
sion, overhead valve design for more 
power and greater economy! 


Ordinarily, friction in truck engines 
“wastes” power equal to about 4,200 
miles for every 10,000 miles of truck 
travel. Now three new Ford Truck en- 
gines liberate much of this power “‘waste”’ 
by reducing friction up to 30%! They 
deliver more of the power they develop, 
save up to 1 gallon of gas in every 7! SERIES F-6 is a ton-mile champion with top performance. 

Its body and payload capacity (with equipment : . 
and driver) is 11,300 lbs. on 8.25-20 dual rear tires. Engine 
oping up to 155 h.p. There’s the new choice of two economy-proved favorites now 

101-h.p. Six and two new V-8’s, plus offering new power—106-h.p. Truck V-8 or 112-h.p. 

the world-famous Truck V-8—now 106 Bic Srx. Three wheelbase lengths. 2-speed rear 


h.p., and the Bic Srx—now 112 h.p. axle available at extra cost. ° 


Only Ford gives you a choice of V-8 
or Six in five great truck engines devel- 








NEW 6'4-FT. PICKUP offers one of the SERIES F-2 with Utility body has 5,700 FORD SERIES F-5 12-ft. (shown) or 9-ft. 
biggest bodies in the half-ton field lbs. G.V.W., plus full floating, ““Sheavy Stake. G.V.W. 14,000 lbs. on 7.50-20 
plus low 2-ft. loading height. Choice truck”’ rear axle for dependability. duals. Choice of 101-h. p. Cost 
of 101-h.p. Low-FricTion Six, or Rugged frame has six heavy cross Clipper Six or 106-h.p. Truck V-8 
famous 106-h.p. Truck V-8. members for rigid support. ... both with Power Pilot economy. 


Availability of equipment, accessories and trim as illustrated is dependent on material supply conditions. 


~—-FREE! MAIL THIS COUPON NOW! .—., 


Ford Division of Forp Motor COMPANY 
3270 Schaefer Rd., Dearborn, Mich. 


LOOK at this 144-page Final 
Results Book and see how little 
it costs to run a Ford Truck 
im your kind of work. It has 
running cost reports on 50 
million miles of trucking. See 
it at your Ford Dealer’s now! 


FINAL RESULTS 


BO MILLION MILE 


FORD TRUCK 
ECONOMY RUN 


A grit to kower ruck minwog come, 


Please send me without charge or obligation, complete 
details on the new Ford Trucks for ’52 and the five 
great Ford Truck Engines! 
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cost still less to run! 
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bricklayers and several helpers 
to put up a brick wall of simi- 
lar size in the same time. 
What’s happening here may 
be a harbinger of a whole new 
era of lower-cost construction. 
The wonder-working panels are 
actually sandwiches. Each con- 
sists of two layers of wire-re- 
inforced concrete around a fill- 
ing of insulation material, 
usually wood or glass fibre. The 
panels are five to eight inches 
thick. Some are as long as 20 
feet. In weight they range up- 
ward from 3,200 pounds. 
Prefab Panels. The panels 








are made on a factory assembly 
line and trucked to the building 
site, which may be as far as 
200 miles from the plant. 
Walls of prefab panels go up 
in less than half the time it 
takes to erect conventional 
walls. Compared with ordinary 
concrete, there’s frequently a 
saving of around 25%, say the 
panels’ boosters. Stacked up 
against brick masonry, the 
sandwiches show a cost cut 
often calculated at about 33%. 
The prefab panels being used 
here are the products of the 
Marietta Concrete Corp., a 











Spencer Kellogg's Improved Boiled Linseed Oil saves 


the painting contractor expensive labor on all 


outside painting. It simplifies his work in mixing paint, in 
reducing paste paint or in thinning prepared paint. 


It gives easier brushing and better flow in painting. 


Painters can cover more surface faster. 


Improved Boiled Linseed Oil is specially prepared 
and processed. Its thermal treatment gives it better 
sealing and controlled penetration on new wood, 
preventing the paint from “flatting” in the finish coat. 


Me PLUS Helps You Sell this Easier-Brushing 


Oil for ALL Outside Painting 








It gives correct, solid drying quickly, because it contains 


a chemically precise drier, in just the right amount, 


scientifically incorporated in the process. 


With these PLUS benefits, you'll sell more to painters 


thru your store. You'll make more money, too, 


because you can save waste and loss, and control 


your inventory for fast turnover by handling 


Spencer Kellogg's Improved Boiled in refinery-sealed 


packages: 5 gallon, 1 gallon, 1 quart, 1 pint. 





SPENCER KELLOGG and SONS, Inc., Buffalo 5, N. Y. 
The First Name In Vegetable Oils 
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leading maker of concrete farm 
silos. By August, when this job 
winds up, the Marietta pane! 
plant will have turned out al. 
most 600,000 square feet of wal] 
slabs—enough to pave 250 ten. 
nis courts. Twin production 
lines roll out about 35 panels 
a day. 


In Chicago, Corbetta-Price | 
Contractors, Inc., is putting 
concrete panels into 1,000 mul- 
tiple-housing units at the Great 
Lakes Naval Training School. 
The cost in this instance js 
$2.40 a square foot; conven- | 
tional masonry would cost at 
least $3.50, the builders say. 


Loans on Existing 
Housing Bring Premium 


Men who deal in mortgage 
loans are beginning to talk like 
commodity traders. 


For the first time in years, 
there’s a big difference between 
the “spot” markets and the 
“futures” markets for mort- 
gage loans. 


Mortgage lenders are a lot 
more eager to make loans on 
houses already built than on 
houses that will be put up a 
few months from now. They’re 
offering lower interest rates on 
existing construction, too. 


For example, “spot” mort- 
gages insured by the Federal 
Housing Administration in the 
New York area are selling at 
a small premium. This means 
the mortgage lender will pay 
the builder —or the mortgage 
dealer — an additional amount 
above the face value of the 
mortgage, so that the actual re- 
turn to the lender is slightly 
below the Government-fixed in- 
terest rate of 414%. 


A builder looking for a mort- 
gage loan on houses to be built 
later this year, however, will 
find lenders unwilling to pay 
above par for his mortgage. 


A similar situation exists in 
the market for mortgages guar- 
anteed by the Veterans Admin- 
istration. V.A. loans on prop- 
erty in the New York area are 
now selling at par for imme- 
diate delivery. On future con- 
struction, they’re still quoted 
at a discount of 1 to 2 points. 

What’s the reason for this 
split in the mortgage market? 


Explains a New York insur- 
ance official: “We just don’t 
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WILL YOU BE... 
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When wasted time means wasted dollars, save with _| 
‘ KENNATRACK prompt shipment of sliding door 


hardware. There is a KENNATRACK for every inte- ~ 
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Specializing 


Buitptnc Propucts MERCHANDISER 





SERIES USE APPLICATION HEAD ROOM 
250 %” to 1%” Cabinets, fixtures 2-5/16” 
by-passing doors and light wardrobes. 
%” to 13%” By-passing, converging, 
300 ieee open pocket and 
closed pocket doors. 
Closed pocket doors. 
400 1%” Finest quality track 2-11/16” 
available. 
1%” Double track for by- 
600 i aasiiiain “alien passing wardrobe doors. 2-1/16" 
y-P 9 Adjustable hanger. 
1%” Double track for by- 
650 eae aon passing wardrobe doors. _Y 
y-P 9 1” head room. 
1%” Prefabricated 
800 d pocket metal frame. 2-11/16” 
—_s Warp proof. 











See your Kennatrack dealer or 
jobber today. Phone, write or 
wire for name and address of 
jobber nearest you. 


ELKHART, 


JAY G. McKENNA, inc. 


INDIANA 


JAY G. McKENNA (Canada) Ltd., 104 Jarvis St., Teronte, Canada 


exclusively in 


the Manufacture of Sliding Door 


Hardware 
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know where we'll be a few 
months from now. We don’t 
know how much money we'll 
have to invest, or what interest 
rate we'll have to obtain. So 
were going slow on future 
commitments and insisting on 
favorable terms on the loans 
we do promise to make.” 


U.S. to Ease Metal 
Controls Late in Year 


The Government is going 
ahead with its plans for relax- 
ing metals controls, despite the 
recent loss of steel production 
and the still unsettled steel 
labor situation. 


This was announced at a 
press conference by Defense 
Production Chief Fleischmann. 
The total amount of steel lost 
as a result of the strike threat 
early this month amounted to 
about 800,000 tons of various 
products, he said. Since this is 
only about 3% to 4% of a quar- 
ter’s output of steel, it repre- 
sents a negligible loss, he in- 
dicated. 


Controls on steel and alumi- 
num will be “substantially re- 
laxed” about the end of this 
year, Mr. Fleischmann said. He 
predicted no relaxation of the 
tight controls on copper, how- 
ever, and declared the end of 
the copper famine is not yet in 
sight. 


“I don’t want to predict any 
particular method of decon- 
trol,’ Mr. Fleischmann said. 
He added that the Defense Pro- 
duction Administration will is- 
sue a formal announcement “in 
two or three weeks” outlining 
the method to be used in re- 
laxing controls on steel and 
aluminum. 


Won’t Scrap CMP. “We're 
not going to scrap the Con- 
trolled Materials Plan in the 
foreseeable future,” he _ said. 
He refused to be more specific 
than this, beyond indicating 
that any decontrol action by 
the D.P.A. will be tied into the 
C.M.P. metals rationing sys- 
tem now used by the agency. 

The method to be used in de- 
controlling metals is of consid- 
erable importance to business, 
Mr. Fleischmann noted, since 
business must use elaborate ac- 
counting procedures to keep 
Government metal allotments 
in order. Mr. Fleischmann said 
he hopes to hold to a minimum 
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the paperwork which will be 
involved in any controls relaxa- 
tion. 


At one point in the press con- 
ference, Mr. Fleischmann ex- 
pressed impatience at repeated 
questions from reporters on the 
subject of decontrol. 


“IT do not consider decontrol 
the major mission of this 
agency,’ Mr. Fleischmann de- 
clared. “The major mission is 
to keep the mobilization pro- 
gram running. We’re not half- 
way through it yet.” 


In the Market Centers 


SEATTLE—Mid-April finds 
the lumber industry in an in- 
determinate period awaiting 
something that will impel de- 
mand. Most determining factor 
is the freight rate increase to 
go into effect May 2, imminence 
of which has firmed green fir 
dimension which can be shipped 
before that date. The increase 
will amount to $1.22 to $1.30 
from Detroit East and is ex- 
pected to add $2.00 to the cost 
of lumber. Number 3 green di- 
mension prices are up to ceiling. 
Additional competition for 
U. S. mills is seen in the an- 
nouncement that two Canadian 
steamship lines are entering the 
Atlantic Coast market. Cana- 
dian charter rates have been go- 
ing down. 


Cedar siding and shingles 
have little call. Cedar opera- 
tors are puzzled over the slack 
demand which does not fit in 
with the volume of housing 
starts. Prices are practically 





unchanged, but siding tends to 
weakness. No. 3 shingles are 
scarce and the price has firmed 
slightly. 

Log prices are the same ex- 
cept for cedar. No. 2 cedar 
logs now bring $40 and No. 8, 
$30. British Columbia stocks of 
cedar logs total 50 million feet 
more than a year ago and Puget 
Sound has 10 million feet great- 
er supply. Hemlock prices are 
steady. Common Ponderosa 
pine items tend to strengthen 
and No. 2 Idaho common is up 
$5.00. Sugar pine is unchanged. 

Production weather has been 
ideal. Inventory of logs as of 
April lst shows Puget Sound 
supplies up 714 million feet to 
384 million as compared to 325 
million a year ago. Columbia 
river held even with 380 million. 
A year ago the figure was 239. 
Grays Harbor went up 1 million 
to 8514; a year ago the figure 
was 65 million feet. 

KANSAS CITY—A definite 
firmness in the Southwestern 
lumber market has developed 
in recent weeks and mills have 
refused to make concessions to 
obtain business. For months, it 
was observed that mills would 
shave prices in order to obtain 
some business to keep busy. But 
with the turn in weather, more 
building started in the area and 
indications that the government 
restrictions will ‘not be too 
strong, retailers are buying 
again. 

‘Lumber mills advanced 
prices about $2 a thousand on 
the average for dimension and 
boards in the last week and this 
was on top of a boost of about 








| Lumber Stocks Large for the Season 
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“De Walt helped us meet the greatest 


j says Alan MclIlvain, Treasurer, 


industrial boom in history Darwovininrtinns 


bout 





Ss $8 8 8 89] 











Nowhere in the nation has there been a greater 
building boom than in the Philadelphia area. One of 
the top lumber wholesalers in this area is the J. Gibson 
MclIlvain Company. 

Mr. Alan MclIlvain writes: “Here at McIlvain Lum- 
ber we keep our De Walts going continuously, every 
day, cutting and ripping in record-breaking quantity.” 

De Walt is doing a similar job in lumber yards 
and on housing projects all over the nation. It performs 
every radial saw operation plus the operations of seven 
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ad 
different power feed machines. Wherever speed, power, 
precision, versatility and safety are important De Walt 
has no equal. And speaking of versatility, the new 
De Walt is ideal for your planing mill operation. It does 
everything —including shaping, grooving, single head 
moulding and ploughing. It takes but a few seconds to 
attach the proper cutting tool. 
For the name of your nearest De Walt dealer—look 
in the yellow pages of your phone book or write: 
De Walt, Department A-5, Lancaster, Pa. 


Lancaster, Pa. 


POWER SAWS 
Subsidiary of AMERICAN MACHINE AND FOUNDRY COMPANY, New York 


Burtpinc Propucts MERCHANDISER 










































































the same amount early last 
month. 

Mills do not have any surplus 
inventory and are finding it dif- 
ficult at times to fill immediate 
shipping requests. A lot of the 
small mills have been elimi- 
nated from the production pic- 
ture because of the high price 
of timber and the inability to 
“come out” at present prices 
that the bigger mills are willing 
to pay for the cut. 

The strength seems to be cen- 
tered in Yellow Pine in the 
common grades, and mills re- 


port they have all the business 
they can handle. On hardwoods, 
however, the market is sloppy 
and weak. Demand for finish 
and upper grades of flooring is 
slow. 

Kiln-dryed No. 2 boards, 1 
by 6 are bringing $85 to $88 and 
1 by 8’s are commanding $87 to 
$91, mill. On the east side of 
the Mississippi, air-dryed 
boards are also firm, with 1 by 
6’s at $84 to $85 and 8-inch at 
$85 to $87. 

On dimension, 2 by 4’s are 
selling at $75 to $80; 2 by 6’s 





TOP QUALITY 
SOUTHERN 


PINE AND 
HARDWOOD 


LUMBER 


When you make Anthony Brothers your per- 
manent source of supply you have every 
assurance of always getting consistently fine 
lumber. We have an excellent supply of 
good timber. Our three mills, cutting over 
40,000,000 feet annually, are equipped 
with the most modern equipment. Years of 
experience is another advantage. But you 
will never know until you try a car. 
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at $83 to $85. The air-dryed 
stock is not showing much of 
a differential from the kiln. 
dryed. 


TACOMA—An expanded de. 
fense building program and 
continuation of good weather | 
are combining to furnish added | 
stimulus to the lumber industry 
in this area. Prices on the whole 
appear to be holding up al. 
though many buyers and manv- 
facturers still seem to be un- 
certain over the future outlook. 
Normally however, this is the | 
good time of the year for the 
lumber industry in this section 
and there seems to be nothing 
in the present situation to alter 
that picture. 


The chief defense project for 
this section is at Fort Lewis, 
just south of here. Ground 
breaking took place there this 
week for a $9,368,992 troop 
area, one of two such areas to 
be constructed there. While 
these are to be of the reinforced 
concrete and concrete block, a 
considerable quantity of lumber 
also will be utilized. Work on 
the first unit will include forty 
barracks, two motor pools, a 
specialist training school with 
three class room buildings, two 
central heating plants and a fire 
station. The work is scheduled 
for completion in about thirteen 
months. . 


Announcement also was made 
here this week that the former 
Wheeler-Osgood Co. plywood 
plant here has been leased by 
the Boeing Airplane Co., of 
Seattle for warehouse purposes. 
Occupancy of the plant will be 
gradual as the machinery for- 
merly used in the plywood op- 
eration is removed for transfer 
to other districts. 


Unusual water borne lumber 
movements here last week in- 
cluded arrival of a cargo of as- 
sorted Australian hardwoods 
brought here from Vancouver, 
B. C., where it had been brought 
by the British ship Lakemba. 
The cargo included gray gum- 
wood, blackbutt, spotted gum, 
gray box, tallowwood and iron- 
bark. 





Lumber—National 


Lumber shipments of. 497 
mills reporting to the National 
Lumber Trade Barometer were 
7.4 percent below production 
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Why Pay More... 


Pay Less For 


Sheffield 


Products 


KLEEN-A-BRUSH 


Here’s an item you can clean up on! it’s 
fool-proof — because it works even under 
the most difficult conditions! Available 
in powder form in a colorful selfdisplay 
carton... selling at only 10c—also in 
liquid form in cans. 
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An item in demand — because it gives a 
hard, water-proof, glazed finish to chip- 
ped porcelain or tile surfaces. It restores 
natural and original beauty—easy to 
apply, and stays white—will not turn 
yellow. Packed in a colorful self-selling 
display carton for profitable volume! 





WOOD-FIX 


The old stand-by —a household favorite 
for years... now improved and even 
better than ever! Easy to apply... 
spreads like butter—when it dries it be- 
comes wood. Will not shrink—for all re- 
pairing and patching. Sells on sight in 
an attractive display carton. 








3-STAR FLOOR CLEANER 
AND WAX REMOVER 


Tested and proven the best! A triple 
action powder that mixes with hot water 
and cleans as well as bleaches floors, 
woodwork and furniture. Excellent as a 
remover of floor wax. Also removes old 
paint, varnish, and shellac from floors, 
doors and woodwork. 








WATER PUTTY 


Here’s the ideal crack filler with a hun- 
dred uses around the home. Sticks to 
anything . . . mixes with water... dries 
hard as stone. Patches wood, plaster and 
tile... fills cracks and holes — and is so 
easy to use. A colorful display card sells 
it for you in your store. 
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Shetticld Zroreze PAINT CORPORATION .¢ 
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ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS 
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GREENLEE TOOL COMPANY, 2265 TWELFTH STREET, ROCKFORD, 
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Here's the new improved GrEEN- 
tee Calculator for carpenters and 

other wood workers. It gives bit sizes 
for screws, nail specifications, concrete 
and mortar mixes... compares charac- 
teristics of various woods, converts linear 
to board feet . . . provides instant answers 
to many other building problems. All 
this for only 25c. 


But it does another job that’s even more 
important! It builds extra Greenies 
hand tool business for you! 


As Greenuze Calculators go out to the 
thousands upon thousands who write in 
for them in answer to GREENLEE national 
advertising, they are accompanied by 
literature telling all about the famous 
Greenuzz line. Thus, every month more 
and more people everywhere become even 
better acquainted with Greene Chisels, 





Improved Greenlee Woodworking 










































for your 
hand tool 
department 


Calculator makes more and 
more customers for Greenlee 


high quality tools... 


Gouges, Auger Bits, Spiral Screw Drivers, 
Automatic Push Drills and the other high 
quality Greenueze tools you stock. 


Here’s another example of the sales- 
making ‘‘plus’’ that brings extra cust- 
omers to you when you handle the 
GREENLEE line. 





NOW, YOU TOO CAN USE THE 
GREENLEE CALCULATOR TO 
BUILD EXTRA STORE TRAFFIC 


Stock and display these Handy Calculators for 
extra business. They sell on sight to those who 
work with wood, either as a hobby or as a 
trade. If you prefer, they can be furnished 
imprinted with your store name to serve as an 
ideal advertising reminder, either when sold 
at the regular 25c price or given to your special 
customers. Write today for free sample, dis- 
count, and cost of imprinting. 











GREENLEE 





ILLINOIS 





for the week ending April 12, 
1952. In the same week new 
orders of these mills were 1,] 
percent below production. Un. 
filled orders of the reporting 
mills amounted to 43 percent of 
stocks. For the reporting soft- 
wood mills, unfilled orders were 
equivalent to 24 days’ produc. 
tion at the current rate, and 
gross stocks were equivalent to 
52 days’ production. 

For the year-to-date, ship- 
ments of reporting identical] 
mills were 5.8 percent above 
production; orders were 7.9 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 83.6 percent above; ship- 
ments were 61.3 percent above; 
orders were 75.6 percent above, 
Compared to the corresponding 
week in 1951, production of re- 
porting mills was 0.7 percent 
above; shipments were 15.4 per- 
cent below; and new orders 
were 11.5 percent below. 


Southern Pine 


The production of Southern 
Pine by the 94 mills reporting 
to the Southern Pine Associa- 
tion for the week ending April 
12, 1952, amounted to 18,972,- 
000 feet or 2.41 percent below 
the three year average. Orders 
for the week ran to 16,764,000 
feet, 13.77 percent below the 
three year average. Shipments 
for the week were 17,860,000 
feet, 5.86 percent below produc- 
tion. Unfilled orders totalled 
46,886,000 feet. 


Western Pine 


Production of Western Pine 
and Associated Woods by the 
105 mills reporting to the West- 
ern Pine Association for the 
week ending April 15, 1952, 
totalled 56,381,000 feet. This 
compares to 60,991,000 feet for 
the same period a year ago. 
Shipments for the week ran to 
60,984,000 feet, 8.2 percent 
above production. For the same 
week last year shipments were 
77,954,000 feet. Orders for the 
week were 64,870,000 feet as 
compared to 75,098,000 feet a 
year ago. Unfilled orders were 
233,381,000 feet at the week’ 
end as compared to 231,785,000 
in 1951. Gross Stocks amounted 





to 712,684,000 feet. 
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Mouldings 
Jambs 





Unit Wood Blocks 
Straight-line Strip 
Finished or Unfinished 


OAK BEECH PECAN 


RANDOM WIDTH OAK PLANK 
Finished or Unfinished 


Stair Treads —- Thresholds 
Risers : 


° 
Call our nearest representative or address 





hing if 
tes Me 


BRADLEY LUMBER COMPANY of Alonso 


WARREN, ARKANSAS 
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The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on F mga made approxi- 


mately ten days before receipt of the magazine—the 


DOUGLAS FIR 
Vertical Grain Flooring ™ 
B&Btr. Cc 
OEE -catscsaseaen 155.00 150.00 105.00 
Flat Grain Flooring 
Se ces cvavesnes 130.00 125.00 93.00 
Se necexeouneoe 155.00 150.00 105.00 


Drop Siding 


1x6 (Pat. #106 


) 0 145.00 110.00 
1x6 (Pat. #116).155.00 


- 150.0 
55.0 


145.00 105.00 

Ceiling , — 
. wowee we wean 125.00 123.0 3 

i ee 115-125 120.00 80.00 


Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 


MO. 2 vcses 69.00 72.00 70.00 177.00 
No. Deane ae 64.00 63.00 62.00 70.00 
No. 8 ..cce- 54.00 57.00 54.00 62.00 


2x 4 79.00 79.00 82.00 79.00 79.00 
2x 6 78.00 78.00 79.00 83.00 83.00 
2x 8 78.00 78.00 78.00 79.00 79.00 
2x10 78.00 78.00 78.00 80.00 80.00 
2x12 78.00 78.00 78.00 80.00 80.00 
No. 2 Dimension 
2x 4 74.00 74.00 177.00 76.00 76.00 
2x 6 75.00 72.00 76.00 74.00 78.00 
2x 8 75.00 75.00 75.00 75.00 74.00 
2x10 75.00 75.00 75.00 75.00 175.00 
2x12 75.00 75.00 75.00 75.00 75.00 


No. 3 Dimension R/L Only 


yer err 60.00 
AT PP Pee Tree TT 58.00 
BE GiheceKev ie ever era dnceennen 56.00 
BED picacvecvtecrccersceCecedves 51.00 
BREE Kh eede cccernnesdcorceeesves 49.00 


(Add 10-15 for dry lumber) 





RED CEDAR SHINGLES 


I 1 
“"—e 24” 4/2 12.50 
No. 2 24” 4/2 8.50 
No. 3 24” 4/2 5.50 
Perfections 
‘No. 1 18” 5/2% 9.25 
No. 2 18” 5/2% 5.50 
No. 3 18” 5/2% 3.50 
xXxXxxxX 
No. 1 16” 5/2 8.00-8.40 
No. 2 16” 5/2 4.90-5.25 
No. 3 16” 5/2 4.00 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 


Beveled Siding, % Inch 


T6e8 IMER 2c cece 75.00 70.00 50.00 
See SOR cecces 85.00 80.00 70.00 
Meme PREM 2c cece 100.00 95.00 75.00 
“eee SHON cccece 120.00 115.00 90.00 
Clear Bungalow Siding, % Inch 
2). Ree 155.00 150.00 130.00 
Be OE. ai wegaran 180.00 175.00 140.00 
8 ae 190.00 185.00 150.00 


Finish, B and Btr. 82 or 4S, 
@’ to 16’ or rough 


BED Viewat ob Rata senswaw nee ene 220.00 
BEE Giveved deen dawedenat eader 220.00 
EERE 6454.0 thie pany edewelscestved 270.00 


Celling or flooring, B and Btr. 9-16’ 


B&Btr. C D 
0 rs +++-105.00 100.00 90.00 
eae 120.00 115.00 95.00 
Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 5-16’, 5-16’ 
ET Seis dal d oben des mbesd eae es, 1.50 
DE Sccahee cere tees eri aoe 1.75 


ditors. 


WESTERN PINES 


Ponderosa Pine 


5/4 RW 

Selects and 

82 or 48 4/4RW 6/4RW 8/4RW 
C&Btr RL ...255.00 260.00 275.00 

Shop, S828 No. 1 No. 2 
PEA renee 150.00 120.00 
EE die hi ak'ed baie einai aie ae 150.00 120.00 

Commons 2&Btr. No. 3 

S2 or 48 RW 106 RW 72 RW 64 
££ eS 128.00 89.00 69.00 
Bae Beet vecewe's 124.00 85.00 67.00 

Idaho White Pine 

Selects 

82 or 48 1 


x4 1x6 1x8 5/64 

C&Btr. RL 250.00 265.00 270.00 265.00 
D RL .....205.00 225.00 230.00 235.00 
Commons, S2 or 48 No.1 No.2 No.3 


BOE wav eu ew anor 147.00 140.00 100.00 
EE cia crew wi aaa s 147.00 141.00 100.00 
Sugar Pine 
Selects 
S2 or 48 4/4RW 5/4RW 6/4RW 
B&Btr. RL ..270.00 280.00 290.00 
ff (rare 265.00 275.00 285.00 
i. CR 235.00 245.00 255.00 
Shop, S28 No.1 No. 2 No. 3 
. eae 160.00 130.00 85.00 
Oe éneeaenene 160.00 130.00 85.00 
ee daraaca awe 160.00 130.00 85.00 





OAK FLOORING 
Clear Pin 4#x2% Wx1% %x2 %x1% 


White ..192.00 165.00 177.00 162.00 
Red ....197.00 170.00 177.00 162.00 
Sel Plain 
White ..172.00 145.00 167.00 152.00 
Red ....177.00 150.00 167.00 152.00 
#1 Com Pin 
White & 
Red ..138.00 113.00 125.00 115.00 
#2 Com Pin 
White & 
Red .. 75.00 50.00 82.00 77.00 
#1 Com & 
Btr Shorts 


1%” ....105.00 80.00 97.00 97.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. © D 
BD. <siciaitisis seca 175.00 165.00 145.00 
Flat Grain Flooring 
ene 160.00 150.00 110.00 
Se dos di needed 190.00 180.00 140.00 


Drop Siding 


1x6 (Pat. #106).190.00 180.00 150.00 


1x6 (Pat. #116).190.00 180.00 150.00 
Boards & Shiplap 

1x6 1x8 1x10 1x12 

No. 1 ...130.00 130.00 135.00 150.00 

No. 2... 80.00 85.00 85.00 90.00 

No. 3 ... 70.00 78.00 78.00 83.00 


No, 1 Dimension 
poy 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94. F 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 


No. 3 Dimension R/L Only 
Fe. eee Sat 


2x 6 66.00 
2x 8 65.00 
2x10 65.00 
2x12 65.00 


REDWOOD 


Bevel Siding 


%x 4 Y.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117,00 
%x 8 V.G. Clear All Heart....... 130.00 
54x 6 V. G. Clear All Heart....... 117.00 
54x 8 V.G. Clear All Heart....... 136.00 
54x10 V.G. Clear All Heart....... 153.00 
%x 6 V.G. Clear All Heart....... 164.00 
%x 8 V.G. Clear All Heart....... 194.00 
™x10 V.G. Clear Ali Heart....... 207.00 
%x12 V.G. Clear All Heart....... 211.00 


Note: A grade V.G. Redwood Siding 
approx. $4.00 less for % and % jn 
above sizes. $5.00 less for % inch jn 
above sizes. 


Anzac Siding 


tx16@ V.G. Clear AH Heart.....5. 240.00 
ixi3 V.G.. Cleome All Breert. ..os<; 255.00 
Note: Deduct $8.00 for A Grade. 
Finish 


1 Ineh Clear All Heart Fiat 
Grain Redwood Finish 84S 


DC, SS co breceiara ence aw wrecues 145.00 
z= SC ee: 185.00 
_— s+ eae 165.00 
> NE) IS 6 't:0 cede eclea sete 200.00 
Oe SE eae ee 211.00 
TE TE WEG y 6 oo hd ob iiwccceee 226.00 


Note: A grade $10.00 less in above 
widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C D 

Be: cas eeas mates 150.00 140.00 100.00 
Flat Grain Flooring 

OE ai gcinacal peel aaa 135.00 125.00 93.00 

Be sccucveswats 155.00 150.00 100.00 
Drop Siding 

1x6 (Pat. #106).145.00 135.00 105.00 

1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 

, reer 105.00 100.00 60.00 

Be. e.adalswecae 110-120 105-115 90.00 
Boards and Shiplap and 

2” (Dry) 

1x6 1x8 1x10 1x12 

No. 1... 80.00 82.00 82.00 82.00 

me Bove Tee 77.00 77.00 177.00 

No. 3 62.00 64,00 64.00 64.00 


No. 1 Dimension 
12° 14’ 16’ 18’ 20’ 
2x 4 81.00 81.00 84.00 84.00 84.00 
2x 6 81.00 81.00 81.00 86.00 86.00 
2x 8 83.00 81.00 81.00 81.00 86.00 
2x10 81.00 83.00 81.00 81.00 86.00 
2x12 81.00 81.00 81.00 81.00 86.00 


No. 2 Dimension 


2x 4 80.00 80.00 82.00 81.00 81.00 
2x 6 79.00 79.00 80.00 81.00 81.00 
2x 8 76.00 76.00 77.00 77.00 177.00 
2x10 76.00 76.00 76.00 76.00 76.00 
2x12 74.00 74.00 74.00 74.00 74.00 


No. 3 Dimension R/L Only 


2 PS yore es 62.00 
i, ee re ree 60.00 
Ee Asha ot vedales asses cena 55.00 
eS! 
oS ee er ere 51.00 





ENGLEMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..109.00 109.00 111.00 117.00 
No. 3&Btr.. 81.00 82.00 82.00 83.00 


No. 1 Dimension 
+7 14’ 16’ 18’ 20’ 
2x 4 81.00 81.00 81.00 87.00 87.00 
2x 6 78.50 78.50 78.50 78.50 78.50 
2x 8 78.50 78.50 78.50 82.50 82.50 
2x10 78.50 78.50 78.50 85.50 at 
2x12 81.50 81.50 81.50 85.50 85.5 


No. 2 Dimension 


2x 4 72.00 72.00 72.00 72.00 Lg 
2x 6 ~ 72.00 72.00 72.00 72.00 Ly 
2x 8 72.00 72.00 72.00 72.00 Lt oe 
2x10 72.00 72.00 72.00 72.00 Ly 4 
2x12 72.00 72.00 72.00 72.00 172 


(Boards graded No. 1, 2, 3, at - 
price; no price for straight No. 2. uit 
do - grade out No, 3 Dimension as 1 
fir. 
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Advertising attracts, intrigues, informs, edu- 


» cates, interests, suggests, motivates, persuades, 
» convinces, stimulates, impels, secures action and 
» fosters remembrance. 


Advertising introduces new products, broad- 


» casts fresh ideas, stimulates ‘wants, changes de- 
| sires, influences mass behavior, arouses latent 
- aspirations, dispels prejudice, kills unfounded 


rumors, corrects errors, improves public rela- 
tions, increases prestige and respect, establishes 
leadership, speeds turnover, prevents stagna- 
tion, keeps sales volume growing and heightens 
living standards. 


ADVERTISING: 


Induces buyers to stop, look and listen to your 
sales story. 

Exposes your sales messages to your customers 
and prospects at a fraction of a cent each. 

Makes people want what you want to sell, and 
come in and buy. 

Molds consumer psychology toward expendi- 
tures and investments with you. 
Sets the buyer down in the image of the en- 
joyment of the benefits you offer. 

Creates dissatisfactions and discontents that 
only your products will relieve. 

Brings more customers and prospects to your 
place of business. 

Builds loyalty to your store as a place to buy 
your type of goods and services. 

Makes your salesman’s task easier, less costly, 
less time consuming. 

Uses word magic, picture magic and sound 
magic to tell your story convincingly. 

Diverts consumer expenditures to your types 
of goods and services. 

Attracts new customers who have never before 
bought from you. 
_ Acquaints people with your products and serv- 
ices that have never heard of them or you. 
_ Tells the news about your business that will 
interest your prospects and customers. 

Establishes your reputation as a reliable 
source of supply of building products. 


Beckons the current buyers from the passing 
parade. 


Calls attention to the better values and bar- 
gains you offer. 

Motivates people to want more and to produce 
more to get what they want. 

Provides a reliable and effective guide to con- 
sumers’ purchasing in your field. 

pcualifies and prepares the prospect for pur- 
chase. Promotes a readiness to buy. 


es 


‘The third in a series of editorials on the subject of 


umber-Dealer Advertising. 


BUILDING Propucts MERCHANDISER 





EDITORIAL 


_#* What Advertising Does--And can do for you! 


Helps people te buy more intelligently and 
economically. 


Develops wants in undeveloped consumer-pur- 
chasing areas. 

Helps to overcome normal sales resistance and 
reluctance to buy. 

Releases and multiplies the sales - creating 
forces in your business. 

Explores and develops new markets and new 
customers. 

Utilizes all types of communication except a 
> galas trade where an exchange is 

ad. 

Substitutes mechanisms for personal selling. 
Examples: newspapers, direct mail, magazines, 
radio, movie screens, directories, displays, cata- 
logs, etc., etc. 

Does a pre-selling job, giving buyers persua- 
sive points a salesman might overlook. 

Offers goods and services for sale in such a 
manner as to bring the prospect toward the 
goods. 

Paves the way for your salesmen—shortens 
their selling task. 

Builds a receptivity for the sales efforts of your 
sales people. 

Brings the customer to the personal salesman 
who closes the sale. 

Releases human selling time for greater 
productivity. 

Induces people to buy better quality and 
greater quantity. 

Uncovers today’s needs and buyers today— 
tomorrow’s tomorrow! 

Reaches a thousand customers in less time than 
a salesman can reach one. 

Conditions your prospects for purchasing. 

It reduces the number of salesmen you would 
otherwise need for creative selling. 

Increases non-competitive sales. 

Gets you a larger share of local consumer 
dollars. 

Increases sales and profit volume. 

Lowers your cost of doing business. 

Gives you a basis for reducing selling prices to 
consumers. 

Sustains the velocity, impetus and momentum 
of your sales and profits. 

Keeps the roots of your business healthy. 


Advertising cannot: replace good sales man- 
agement policies; function without people, prod- 
ucts and services to back it up; substitute for 
salesmen to close the sale; meet unanticipated 
objections; overcome the inability to buy; inter- 
est everyone who reads or listens; or substitute 
for sound management judgment. 


..... Art Hood 
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"WHEN A FARMER MAKES MONEY, HE BUYS"—NORM MASON, FORMER PRESIDENT, NRLDA 
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“YEP, I'VE HAD A GOOD CROP YEAR...” Co 


getting more mechanized—and 
he knows it. Slowly he’s be 
ginning to think of them as 
something more than just shel- 
ters for crops and animals. 
We’re hearing from him such 
terms as “farm machinery head- 
quarters” (the old machine 
shed), “crop processors” (corn- 
cribs), “automatic feed han- 
dlers” (grain bins), and “forage 


Here’s Your Farm Market 


More record crop yields are being reported 
by farmers than ever before. Dealers—now’s the time 
to show the farmer how money spent on new farm 
buildings and equipment can bring even better crop 
and livestock returns. 


ings are being constructed for 
more than one purpose, and 























It’s no secret that the farmer 
isn’t the easiest guy in the world 
to sell. For one thing, he’s not 
exposed to as much advertising 
as the city man. And he’s gen- 
erally conservative in every- 
thing he does. His money comes 
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EXCEPT FOR FENCING, above farm equipment is not 
ordinarily found in average lumber yard. But the Glen 
Newton Lumber Co. of Nevada, Ia. stocks these items, or 
types similar, in quantity. Feed carrier (right) saves 


hard, he believes, and that’s the 
way he lets go of it. 

In the farmer’s list of things 
to be done, building improve- 
ment is usually last. But there 
are signs that he’s changing his 
thinking. Farm buildings are 








farmers untold labor, since it can be pushed from one end 
of barn to other. Operating on two-wheel trolley, it ¢4® 
be raised or lowered with simple chain hoist. A carrier 
of this type beats pushing a wheel barrow 5 to 1. 


they are being fitted with ma 
chines and devices for comfort 
and economy. 


Show the farmer how he can 
save on labor and he will listen 
to you. He can’t afford not to, 
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GLEN NEWTON, top, president of Glen Newton Lumber 
above, 
Central Iowa corn land, some of the best 
in the state, provides them with plenty of business. 


Co., with managers Ernie Lawson, 


Davis, right. 





BUILT FROM MATERIALS SUPPLIED by the Glen New- 
ton Lumber Co., these super-duper buildings give a good 
idea of the type that are gradually replacing 35-year-old 
wood structures still to be found in the area—modern 


because labor is in short supply 
these days. Show him where 
he can get bigger hogs and beef 
cattle by adding feeding floors; 
show him how a designed sys- 
tem for artifically cured hay 
using a series of ducts, is better 
than air drying; show him how 
Concrete floors make it easier 
to move power equipment. In 
others words, sell him a system, 
not just a shelter. 

lready using this selling 
échnique on farmers in his area 


Bu = 
-UILDING Propucts MERCHANDISER 





and Glenn 
(top photo). 


PRODUCTION LINES of prefabricated range shelters are 
familiar sight in Glen Newton Lumber Co., Nevada, Ia. 
Herman Hegberg, above, one of Madrid, 
Iowa’s busiest contractors, demonstrates Ernie Lawson’s 





portable hog houses, a number of which are located on 
the Evart Nash farm opposite the town’s ball park. 


is Glen Newton of Iowa. His 
yards at Madrid and Nevada 
are largely farm supported, 
though he does do a city busi- 
ness of course. His two man- 
agers, Glenn Davis and Ernie 
Lawson, are strong farm-equip- 
ment promoters and know 
pretty much how the farmer 
thinks. Glenn has been with 
Newton for the past 32 years. 
Other managers in outlying 
counties also conduct a flourish- 
ing farm business—men like 





$4,000 machine shed (left) and $4,500 barn (above). Barns, 
milking parlors, and pig hatcheries demand careful -con- 
trol of heat, light, air, moisture, and sanitation, are good 
package deals for dealer and equipment companies. 


Don Lane of Denniston & Part- 
ridge Co., State Center, and 
Karl Kaus of the Frudden Lum- 
ber Co., Ackley—to name but 
a few. These men make a prac- 
tice of working closely with 
farm equipment representa- 
tives, because they know that’s 
the only way the farmer can 
get a really good, scientifically 
planned job. 

Piece-meal selling of farm 
building items is standard prac- 
tice with Davis, for example, 
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but it’s not the only way to sell. 
A barn doesn’t just get built 
from a set of stock plans; it 
gets engineered too. The equip- 
ment boys can’t do it alone; 
neither can the dealer. It takes 
the two of them, working to- 
gether. As one fieldman said, 
“the implement boys are hun- 
gry, but they can’t do a job.” 

Take hog houses, for exam- 
ple. A good sized house (150 
hogs) averages $300-400 retail 
for the ventilating system 
alone. Of this, 30% is dealer’s 
profit. This is in addition, of 
course, to what he makes on 
the building plus insulation. A 
slab. floor, a feeding floor, in- 
sulation, and ventilation —all 
these add up to better hogs for 
the farmer—and more profits 
for the dealer. 

Managing a farm-market 
lumber yard isn’t easy by any 
standards. Whenever Iowa 
roads are passable, Glenn Davis 
is usually out making calls. It 
may be a remodeling job one 
day, a feeding floor the next. 
Some days he spends eight 
hours on the road. So also with 
Ernie Lawson, Newton’s Ma- 
drid manager. Like Glenn, 
Ernie does a big business with 
pre-fab farm buildings, has a 
fellow down the road make his 
trusses for him. Ernie builds 
houses around Madrid too and 
even sells an acoustical ceiling 
job once in a while—the local 
Lutheran Church being his most 
recent customer. 

Business is steady with both 
Ernie and Glenn, because they 
have been around the area 
long enough to have made many 
friends. 

As Ernie says in his column 
in the Madrid Town Spokes- 
man: “Many people seem to 
think that being in business is 
merely a matter of buying a 
lot of things people will need 
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"WHEN A FARMER MAKES MONEY, HE BUYS" 


VENTILATION OF FARM BUILDINGS by roof ventila- 
tors alone is often not enough. Proper exhaustion of foul 
air by forced ventilation is also needed. Cabinet-type ex- 
haust fans (center) for poultry and hog houses have 
damper controls to regulate air flow, which also can be 





| 


ha 


controlled by new steel-framed, tilting windows. Air jp. 
takes for ceiling, sidewall, and roof give additional vep. 
tilation, but none of these devices is altogether effective 
without insulation. That’s why dairy barn (right) is being 

insulated. : 





FEEDING FLOORS are another of Davis’s specialties. Of 5-inch concrete rein. 
forced with 6 x 6-inch wire mesh, two of these floors are used on the Elmer J. 
Paul farm for 120 head of cattle. Davis says floors are getting more popular, 
as farmers realize how much better hogs and beef cattle they can raise if they 
keep them out of mud. 


sm IOWA STATE Co.iece 
i 4 # ARCO TUR, ORO gems we 


NOT CONTENT TO LET THINGS RIDE during the slack winter months, Glen) 
Davis got the idea of holding a series of meetings on farm building problems. 
He called in a young agricultural engineer from Ames, S. S. de Forest (above); 
to conduct the meetings. Much to Davis’s surprise they were well attended— 
mostly by tradesmen. Discussion topics were Framing and Good Constructiol, 
Insulation and Ventilation, Concrete and Its Uses, and Planning the Farm 
Home. Davis plans to hold similar meetings again next winter. 
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"WHEN A FARMER MAKES MONEY, HE BUYS" 
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originally designed for the Kenneth 
Johnson family. Other farm families 
saw it and wanted their version of 
the plan, as did a home-planning ex- 
pert from Ames. Plan achieves some 
advantages of popular T-shaped plan 
of one-story houses now being built 
in midwest, but appears to be even 
more economical. Note good visibility 
of farm buildings from kitchen and 
dinette windows. 














and selling them at a profit 
when the need arises. That may 
be the big idea generally, but 
there is another mighty impor- 
tant angle—the human angle. 
Lots of our friends bring us 
their personal problems and we 











te rein. § GO our best to try and solve 
Imer J. § them. If they involve any of 


— the products we sell, we usually 


have the answer.” 

Having a column of his own 
in the local paper doesn’t ex- 
actly hurt Ernie any. In fact, 
he considers it one of his best 
advertising media. And Ernie 
isn’t worried about where to 
find the farm market. It’s all 
around him. 

But, like the man from Keo- 
kuk said, “The hey-day is over.” 
This year, more than ever, the 
farm business in Boone and 
Story counties will come to the 
man who goes out after it. 








SUPPLY OF FARM BUILDING 
PLANS is a necessity for rural deal- 
ers. Mailing them out to customers or 
advertising them in local paper (as 
Ernie Lawson does—see his ad right) 
are helpful in developing interest in 
farm building. Plans may be ordered 
through various university or college 
agricultural extension services in 15 
different midwest states (The Mid- 
west Plan Service). The University 





3, Glenn of Illinois, Department of Agricultural 
oblems. Engineering; the U. S. Dept. of Agri- 
‘above), culture; and several building industry 
ended— associations can also supply farm 
ructiot, Plans. For list see the newly pub- 
e Farl lished Dealer Products File of 


AL&BPM, Section 21, April 7, 1952. 
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FROM handles to wheel, Buch Bar- 
rows incorporate superior construc- 
tion. For example: Longer handles 
(61”) provide easier ‘‘lift'’, prevent 
user from kicking plank rest. Made 
of carefully selected hardwood, they 
are shaped to fit the hand and de- 
signed for perfect balance. The Buch 
wheel is grommeted and riveted— 
not bolted—to insure extra strength. 
Tires are the best money can buy 

. top grade, nationally known 
and advertised ... guaranteed. 

In addition, we firmly and ir- 
revocably believe in the sale of our 
products through wholesalers only. 
You can depend on Buch to main- 
tain its 100% Wholesale Sales 
Policy because we base our success 
on the success of our wholesalers. 

The Quality of a Buch Barrow 
Is Always Higher than Its Price 


av LOAD 







BUCH MANUFACTURING CO. 


ELIZABETHTOWN, PENNSYLVANIA 
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| Farm Income Up Averaged 14 Per Cent in 1951 


Per Cent Change in Cash Income from Farm Marketings === 
in 1951 Over 1950 7 
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Average for the 
United States 
+14.0 % 
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FARM INCOME was up 14% on the average in 1951. States which showed the 
greatest increases were Arizona, Wisconsin, Utah, Kentucky and Indiana. 





























































































































































































































Farmers Spent 7 Billions on Building Since 1945 

OMILLIONS | Farm Construction in the United States oNtLiONs 

800 | | by nnn TTL | | | | | 800 

700 | | | Total, 1946-1951 | | ae 700 
OPERATORS’ DWELLINGS . . . $3,474,000,000 WA 
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FARM CONSTRUCTION MARKET has started back toward its highest peak of 
$700 million dollars in 1947. As Norm Mason says, “When the farmers have 
money, they buy.” 


Vast Farm Market Faces Dealer 


Farm savings are still at an ceed with building plans. 
all-time high—around 22 billion But many farmers have no 
dollars. Although production yet installed running water. 
expenses are up, so is farm in- Running water means bath- 
come. Some of the experts are rooms, kitchen sinks, utility 
predicting that 1952 will be the rooms. Ceilings and walls must 
peak all-time high for farm in- be insulated to avoid freezing 
come, possibly around 40 billion. pipes. 

Rural electrification (about One dealer says he can go t0 
nine out of 10 farms now have any farm in his prosperous 
electricity) has brought better neighborhood and point out the 
living on the farm, opening a _ need for building material rang- 
tremendous new market for’ ing from a paint job to entirely 
hundreds of building materials new buildings. This is the farm 
dealers. Farmers can now pro- market which the dealer faces. 
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When a manytéCtorey says: 


Your Best Rural Customers. Advertising 
in Country Gentleman sells the better-income, 
bigger-buying rural families in your own 
trading area. It is the best-read magazine in 
2,300,000 rural homes throughout America. 


Customers Other Magazines Miss. Non- 
farm magazines fail to reach Country Gentle- 
man readers ... 2 out of 3 women do not read 
any leading women’s magazine—4 out of 5 
men do not read any leading weekly magazine. 


Rural ~4~meucas Gest Salesman! 


PROOF THAT ADS IN COUNTRY GENTLEMAN SELL GOODS FOR YOU 
A en sey shows that men and;women heads of Country 


1, READ THE ADVERTISING in Country Gentleman in 96.2% 
of homes 


2. GET BUYING IDEAS from the advertising in 3 out of 4 homes 
















COUNTRY GENTLEMAN ./ 
now includes COUNTRY @&% 
LIVING, the first maga- 
zine-within-a-magazine 
devoted to better living 
for every member of 
the rural family. 
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HENRY J. MUNNERLYN, president, 
H. J. Munnerlyn, Inc., Bennettsville, 
8. C. 


"WHEN A FARMER MAKES MONEY, HE BUYS" 






MATERIALS FOR NEW CONSTRUCTION and remodeling jobs provide big 


market opportunity. Story below tells how to get leads for these jobs. 


How to Get and Keep Farm Business 


Here are some tips by a southern dealer who caters to farmers. 


BY HENRY J. MUNNERLYN 


I am from an agricultural 
section in the Carolinas. My 
town has a population of about 
7,000 with a trading area of 
about 30,000. 


In our trading area we cater 
especially to the farmers and 
to the farm market, endeavor- 
ing to keep in stock the mate- 
rial required not only for build- 
ing the farm homes, but for 
general farm construction such 
as is required for barns, silos, 
storage houses, fences, fence 
posts, tobacco barns, etc. 

According to the Agriculture 
Department statistics, the net 
above-mortgage value of Amer- 
ican farms today is $130 bil- 
lion, compared with $43 billion 
10 years ago. At today’s prices, 
if farmers were to sell all their 
property, they theoretically 
would have $130 billion left 
over after payment of all mort- 
gages. On paper, then, the net 
worth of farmers has increased 
about threefold since 1941. 


You can readily see that to- 
day agriculture is America’s 
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No. 1 industry, and that the 
farmer can well afford to build, 
remodel and make improve- 
ments. The movies, radio, news- 
paper and magazines have edu- 
cated him and his family to 
feel the pride of owning a mod- 
el farm and modern home. 

The 1950 census reported that 
more than twice as many farm- 
ers in North Carolina used elec- 
tricity than they did five years 
earlier. In South Carolina alone 
of the 140,000 farms, 95,000 of 
these are served with electrici- 
ty. This especially opens a field 
to dealers handling appliances 
such as pumps, refrigerators, 
ranges, radios, water heaters, 
television, etc. 

In most cases farmers buying 
electrical appliances also need 
building materials to do addi- 
tional remodeling — enlarged 
kitchen, new bathroom, etc. 

Your Rural Electrification 
Company will furnish a list of 
all farmers in your community 
having electricity in their 
homes, also a list of prospective 
customers when new lines are 
being built. 


From time to. time we show 
films suggesting farm-building 
improvements, also new build- 
ings. These films may be se 
cured from various manufac 
turers of building products. (A 
complete listing of pertinent 
dealer films is available free of 
charge from American Lum- 
berman.) We invite the county 
farm agent to come in to se 
these; also the home-economics 
teachers, home-demonstration 
agent, the Farm Security A¢- 
ministration’s Agent and others 
interested in the farmer's aé- 
vancement as well as some of 
our farm customers. 

You should know all the 
farmers in your trade territory 
by name. Visit with them from 
time to time during the yeal, 
talk over their problems, help 
them plan any building pre 
gram that they have in mind, 
remembering always to talk 
their language and about things 
that they are interested I. 
Give them the experiences that 
you have picked up from other 
farmers. 

You might mention that 4 
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PREFABRICATED BUILDINGS built in off season help keep the yard busy. 
This is a good business for small-town dealers. 





UTILITY BUILDINGS used by truck gardeners, as a 
dwelling for hired hand or a small tool shed, are easy to 


Promote. Note easy payment offer. 


hog feeder might easily be 
made of short-board ends or 
scrap lumber in spare time. Or, 
maybe suggest to him that with 
a few sacks of cement (he 
would always be able to get 
sand, gravel or clinkers around 
the farm), he could very easily 
put a cement floor in his feeder 
pens, which saves considerable 
feed. 

We think that a prospect card 
file should be kept for as many 
customers or prospects as pos- 
sible. On this card you should 


Buitp1 NG Propucts MERCHANDISER 


note the type of crop or crops, 
when they are to be harvested, 
the condition of the buildings 
and fences; also if there are 
any repairs, painting or addi- 
tional buildings contemplated 
and when they expect to have 
these jobs done. 

We find it is profitable, also 
a good-will builder, to rent 
silo forms, electric saws, ce- 
ment mixer, floor sander and 
polisher and the like, to farm- 
ers. In this way, almost with- 
out exception, they will pur- 





BARN EQUIPMENT will help you 
complete the packaged sale. 





MILK HOUSE shows many items which you can furnish 
ranging from an electric water heater to knotty-pine 
paneling. 


chase from you the material 
needed for construction. 

It is a good idea to associate 
yourself closely with the Build- 
ing and Loan Association, the 
banks (you might even be a 
member of the board of direc- 
tors), your state FHA director, 
and all the lending organiza- 
tions serving your community. 
Keep in touch with the local 
real-estate dealers, the City 
Building Inspector, insurance 
agents and the Fire Adjusters 
Bureau. 
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"WHEN A FARMER MAKES MONEY, HE BUYS" 
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PLAN BOOK TABLE—arranged for customers’ conveni- 
ence—is shown by manager of J. H. Melville Lumber Com- 
pany yard at Ogallala, Neb. 


SIGNS OF THE COUNTRY: 


huge piles of fence post— 
treated with preservatives—don’t have time to get old in 
the pile in the cow country. Constant demand means con- 
stant turnover. 





CEMENT PLATFORM is superior method for storing posts. 
It prevents deterioration and makes handling easier. 


Nebraska Dealer Features 


Melville Lumber Company in Ogallala finds ranchers are big bus: 


ness, but also caters to housewives. 


Melville Lumber Company, in 
the town of Ogallala in the 
Platte River Valley, seems to 
symbolize the good times that 
have blessed the farm and 
ranch country of western Neb- 
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raska. 


Big piles of preservative- 
treated wood fence posts and 
other piles of steel posts, large 
stocks of water tanks, and crate 
upon crate of windmill parts, 
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INSIDE STORAGE is preferred by Adams. He believes 
neat cupboard doors look better than odd sizes of hardware 
boxes on open shelves. 


ie: 


WATER TANKS—every size, shape and description—sell 
fast enough in the Nebraska ranch country to make it good 
business to have a large stock on hand. Like many other 
buyer, ranchers buy what they can see. 


mbit OM iy 
ei ke Maly Wie oe sider 
ie lle. 


THREE GUESSES what these are. They’re wind mills, 4 
big volume item in the great plains country because they 
still supply water to fill stock tanks efficiently and cheaply. 


Fence Posts, Windmills 


indicate large inventories art 
necessary to keep abreast of de 
mand. 

Cattle and wheat are both big 
business in Ogallala’s trading 
area, and both have brought 
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“As far aS we're concerned, 
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NORTHTEXS - 
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Dodge trucks are tops!” 


...says CHARLES BOYLE, President, North Texas Lumber Co., Richardson, Texas 


“For one thing, Dodge trucks are really sturdy,” says 
Mr. Boyle. ‘“‘They carry our big payloads easily. We 
work ’em hard, load ’em to the hilt—yet they give 
dependable service year after year. Advantages like 
high-capacity springs, plenty of load space, and lots of 
power make Dodge trucks just right for the lumber 
business. 


“They’re economical trucks to operate, too—and ex- 
ceptionally maneuverable in any tight spot. We now 
use Dodge trucks exclusively. As far as we’re concerned, 
they’re tops!”’ 


Mr. Boyle is only one of countless building-supply 
haulers across the nation who are solving their trucking 





DODGE 


BUILDING Propucts MERCHANDISER 


‘ 


problems with trucks engineered to fit the job... 
Dodge ‘‘Job-Rated”’ trucks! 


You’ll find that a Dodge ‘‘Job-Rated”’ truck offers better 
weight distribution that permits bigger loads without 
overloading. What’s more, a Dodge has a big, high-com- 
pression engine with power aplenty to move those 
bigger payloads fast and at low cost. And Dodge is a 
dependable truck, too. You can count on low upkeep 
costs and long truck life. 


Actually, there are a great many reasons why you'll find 
a Dodge ‘‘Job-Rated’’ truck to be “tops” on your job. 
Your friendly Dodge dealer is always ready with the 
facts you need to solve your hauling problems. . . so 
why not see him soon? 
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MAIN STREET LOCATION of yard is capitalized on with 
corner entrance and wide display windows. Large parking 
and loading area behind store can be entered from either 
of two main streets. 


steadily increasing wealth to 
farmers and ranchers. 

Where there are piles of fenc- 
ing materials and a roomy, 
streamlined. yard outside, the 
inside of the Melville store is 
a modern main street establish- 
ment, featuring the latest 
trends in store layout. 

A well-stocked house-plan 





"WHEN A FARMER MAKES MONEY, HE BUYS" 


trolling traffic. 


* 


idea table is one of the main 
sales displays in the office. C. L. 
Adams, the yard manager, says 
this table helps bring house 
prospects into the open and that 
women especially appreciate 
the home ideas. 

The store features material 
displays, and is kept thorough- 
ly clean and neat so that house- 


THIS SPLIT COUNTER serves to divide the office are 
(left) from the service area (right). At the same time it 
provides access to the storage room (rear) while con. 








wives would as gladly shop 
there as in the super market. 

In common with many deal- 
ers who have remodeled recent- 
ly, Adams has a handy stock 
room immediately attached to 
the store. In this way it is pos- 
sible to service many consumer 
customers without going out to 
the yard buildings. 
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CL-5199 


Custom Stor-In-Door model 
with 20” x 23” frameless 
mirror. Fluorescent lights. 
All chrome trim. 


THE 


MFG. CO., INC. 


Grote Square 
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ON THE GROTE <S7ee-se-aéoe CABINET 


@ Smartly styled light fixtures on 
deep drawn seamless bodies — 
equipped with the Stor-In-Door 
extra space-giving feature — 
make these Grote Cabinets the 
favored choice for the modern 
bathroom. There's a Grote 
model for every type of in- 


stallation. 


Conventional Models 
Unlighted : 








BELLEVUE, KY. 





: Lighted and 
In All Standard Sizes. 


WRITE FOR COMPLETE CATALOG 





MORE USEFUL SPACE IN GROTE 
STOR-IN-DOOR CABINETS 











CL-5264 


Deluxe Stor-In-Door model. 
14” x 22” mirror. Fluorescent 
lights in chrome fixture. 





L 
CL-264 


14” x 22” mirror in stainless 
steel frame. Incandescent light, 
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"WHEN A FARMER MAKES MONEY, HE BUYS" 





TOP QUALITY at TOP SAVINGS! 
At MIDDENDORF'S incorporatep 3rD AND DELAWARE 





You Have What 
a Farmer Needs 
= Tell Him 
About It 





This gambret roof elevator has all the improvements 
of » modern granary. Frame has strength necessary 
to hwwar heay) Bade in bins over driveway and hold corn 
im ervhe without injury to crib walls, Space is provided 
for yower elevator machinery. Foundation walls ex- 
tend 12 inches above grade, Capacity: 400 bushels 
com and 2300 bushels grain 


ASK FOR 


OUR NEW FARM 


Cora Crib 
and 
os 
= ae 
Ne. 1930 


This design is adapted to the use wf « portable elevator. 
Roof ventilators are provided. which aid in the curing 
of the grajn, Space over the driveway in used for the 
storage of small grain, Foundation walls extend 2 feet 
shove grade, Capacity—4300 Ru. of Corn and 1500 
Bu. of Grain. 





GG - 


Good stork shelter means greater production and prif- 
its for you. 

Eliminate these obsolete hug houses and ini ease \our 
Production. Scientifically constructed hog houses will 
keep your stock warmer in winter and conler in sum- 
mer These modern units are economical and easy to 
build. Will pay for themselves in a very short time, 


ASK US POR AN ESTIMATE TOVAY, 


BOOK "National FARM BUILDINGS’ 


90 i. SLATE 


red te last many semre an that 
‘arn or “arm butiding on shih you do at want te 
spend ion much moner. there is nothing hetter than 
OLD AMERICAN 90 th, Slate surfaced ROLL ROOF. 
ING, 

Colors: TILE RED, OS® GREEN, ALUE RLACK, 


(per 108 oq, ft. rat) 









BUTCH BOY 























TOP PRIORITY for the farmer’s busi- 
ness—roofing, siding and plans for 
farm buildings are featured in Midden- 
dorf’s big display ad, Quincy, Ill. W—, 
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LIEBER'S 
FARMSTEAD 


of Ideas for Your Spring 
Fixin’ and Fencin’ 





Drain Steet Rooting 
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HOUSE PAINT VARNISHES UNSEED O81 eer , 
. inverer View ond Trim Gen These \bresion-renistant 
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<SITUATED SMACK in the mid- 
dle of the Wisconsin dairy country, 
Otto Lieber’s yards in Wisconsin 
offer a wide variety of materials 
that farmers need. 


REPAIRING THE PRESENT 


STRUCTURE is 


usually cheaper 


than building a new one, points out 
this personalized ad by one of Cen- 
tral Lumber Company’s yards in 


Minnesota. 


— 











Many building materials may 


be in short supply . hence 
an old building has very real 
worth. If your buildings are 
in some need of repair, do it 
before the basic structure 
weakens. 


Usually it will cost less to re- 
pair an existing building than 
to construct a new one. If the 
basic structure is in good sha 
the material cost would “4 
modest. 






A good snug roof is important 
in the protection of the total 
building. After repairs are 
completed a couple of coats of 
paint result in a building of 
appearance and sound 
service Capacity. 
Improvements of this kind may 
be handled on low monthly 
payments. 


Pe el 


CENTRAL 
LUMBER CO. 


TOWN AND PHONE NO. HERE 
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To Richard L. Saunders, 
president of the Rio Grande 
Lumber and Fuel Company of 
El Paso, Tex., fire has a per- 


sonal significance. Shortly be- 
fore midnight of June 24, 1950, 
fire of unknown origin swept 
through his yard, leaving it a 
mass of blackened rubble. 

“We were pretty well covered 
by insurance,” Saunders said, 
“but a fire like that is some- 
thing you don’t want to experi- 
ence twice.” 

Even before the smell of 
smoke had disappeared, Saun- 
ders was busy with plans for 
a new yard. Four things he 
was determined to have were: 


I1—Fireproof materials and 
fire-control devices wher- 
ever possible. 


2—Yard conveniences. 


3—Ample separation between 
buildings, so that a fire 
could be confined to one 
area. 


4—A plan which would allow 
for future expansion. 


Saunders’ yard is located in 
a semi-industrial section on the 
outskirts of downtown EF] Paso. 
It was rebuilt and back in oper- 
ation within three months. The 
firm’s offices and warehouses 
occupy half a city block. Office 
and display rooms, which cover 
120 by 35 feet on the front of 
the lot, 
pumice blocks, faced with buff- 
colored bricks and roofed with 
asbestos shingles. Most build- 
ings are air-conditioned for 
summer and winter. Aluminum 
windows, a product which the 
Rio Grande Lumber Company 
handles exclusively in the El 
Paso area, are used on the rear 
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are of unplastered . 


side. Plate glass lines the front 
of the building and glass brick 
windows are used in the areas 
set aside for offices. The main 
warehouse, 30 by 230, is made 
of corrugated iron siding and 
roofing. The only frame struc- 
ture is a long lumber shed 
which is equipped with conven- 
tional racks. It is isolated as 
much as possible from other 
structures by broad driveways. 

A network of sprinklers that 
reaches every corner of the 
yard is another fire control 
measure. “We added a few ex- 
tra outlets just to be sure — 
better too many than too few,” 
explained the _ fire-conscious 
Saunders. In addition, he point- 
ed out, all of the buildings are 
equipped with ADT fire and 
burglar alarms. “These fire- 
prevention innovations add lit- 
tle to the cost of construction,” 
Saunders said, “and we feel 
that if we ever need them they 
will pay off.” 

An oversized walk-in vault, 
16 by 18 feet, occupies the cen- 
ter of the main office building. 
Though actually larger than 
the firm needs, Saunders admit- 
ted, “we wanted ample space to 
store records or anything else 
—that might be destroyed by 
fire.” In the El Paso area, a 
12-inch masonry wall is consid- 
ered ample for a vault. “But 
we wanted to make doubly sure 
we are safe, so our vault walls 
are 16 inches thick.” The huge 
vault has a 10-inch reinforced 
concrete roof and a regulation 
fireproof door. 

If fire protection was the 
first consideration in planning 
Rio Grande’s building, the sec- 
ond was working convenience. 





Are You Vulnerable to Fire? 


If you expect to rebuild your 
yard, the experience of this young Texas 
dealer and his ideas on fire prevention 
are worth considering. 











RICHARD L. SAUNDERS, right, 
president of Rio Grande Lumber and 
Fuel Company, discusses the selection 
of bathroom tile with customer. 


Everything was done to speed 
up material handling and cut 
down on overhead. For in- 
stance, the main warehouse is 
built so that the floor is level 
with truck and railcar floors. 
Fork lifts are used almost ex- 
clusively in- handling all mate- 
rials. 

On each side of the ware- 
house is a railroad spur. Cars 
can be. shuttled to either side 
for quick unloading —a man- 
hour saving of almost 50%, 
Saunders estimates. “We like 
our location and make it pay 
off,” he said. “But it’s not the 
type of location which most 
people would select.” For one 
thing, the yard is located on 4 
quiet side street and the “drop- 
in“ trade is very small. “We 
have had to turn this disadvan- 
tage into an advantage,” Saun- 
ders said. 


The saving in handling \um- 
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PUMICE STONE faced with buff-cclored bricks, asbestos 
roofing, a water sprinkling and alarm system—these help 


ber directly from the railroad 
is one method of accomplishing 
this. The firm was also able to 
reduce its display space to a 
minimum, because eye-catchers 
are of little use when there are 
few passing customers to see 
them. 

“Because of our location, we 
have to go after business more 
strongly than many other 
yards,” he declared. To do this, 
Rio Grande carries on a small 
but consistent advertising cam- 
paign by radio and newspaper. 
Saunders attempts to keep the 
campaign flexible. It’s likely to 
fluctuate with the seasons or at 
times when the firm really has’ 
an item it can push. 

“We have found that bargain 
days are not for us, partly be- 
cause of our location, but main- 
ly because the lumberman is 
naturally catering to a limited 
field,” he said. 

At present the firm sponsors 

nree news broadcasts each 
relatively small amount of 
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Lida a i ie as 
CORRUGATED SHEET IRON replaces wood siding in this 
warehouse. Unloading dock fits height of truck beds and 








newspaper advertising weekly. 
“We are almost forced to class 
this type of advertising as in- 
stitutional, but it does have its 
value in keeping our name be- 
fore the public, Saunders said. 

Rio Grande’s chief method of 
getting business is through tel- 
ephone and personal contacts. 
Two salesmen work out of the 
office and spend most of their 
time contacting contractors and 
individuals. All members of the 
firm are required to keep their 
fingers on El Paso’s building 
pulse. 

“We try to know what’s go- 
ing on in building so we will be 
likely to know who will be buy- 
ing. Once we find them we of- 
fer good products at reasonable 
prices, and our chance of get- 
ting the business is as good as 
anyone’s,” Saunders said. 

For the past six months Ric 
Grande has been concentrating 
on stressing Title I FHA loans. 
The firm’s salesmen run down 
prospective home builders and 


to make this yard virtually fireproof. Main office building 
has huge vault with wall 16 inches _ thick. 


flat cars (not shown). Note distance that separates this 
from other buildings. 


refer them to one of several 
small contractors. The system 
works, because already five 
homes have been built. 

“We know that our business 
depends largely upon keeping 
these contractors busy. They 
are good builders but operate 
on a small scale, and we can 
help them a lot by smoothing 
the way for them,” Saunders 
said. 

Northern Mexico provides 
Saunders with most of his lum- 
ber. It is purchased through 
El Paso wholesalers who know 
the ins and outs of the import 
business. 

“We tried importing our own 
lumber several times,” Saun- 
ders said, “but we soon found 
that it pays in the long run to 
handle it through people who 
know the ropes on importing.” 

The Rio Grande Company 
was incorporated in 1925. Saun- 
ders, who is a director of the 
Lumberman’s Association of 
Texas, joined the firm in 1946. 
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". «nice to use and build by.” 
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THREE LIVING-DINING UNITS possible with Research- 


Designed homes. Areas vary, as does furniture arrange- 





ment. Coat closet is determining factor in shape of room, 
sometimes doubling as entrance screen (above right). 


Unit Planned, Research Designed, LDRC Sponsored 


With new house starts for spring already begun, show your custom- 
ers these new designs that are readily adapted to individual or builder needs. 


Four ideas not ordinarily found in stock 
house plans are incorporated in those sponsored 
by the LDRC and designed by the Small Homes 
Council of the University of Illinois. These ideas 
are, 


I—Standard units or groups of units within 
the house. 


2—Flexibility of design, with units capable of 
being rearranged to fit individual needs. 


- 3—Modular construction, with all dimension- 
ing based on stock millwork sizes. 


4—Expansibility. 


“Unit-Planned” houses are attractive, and com- 
bine the latest in modern building materials. 
They are easily oriented to site and are econom- 
ical to build. They are ideal for the home build- 
er who wants to do some or part of the work 
himself. Based on a four-inch module (or mul- 
tiples thereof), these houses are being con- 
structed with less lumber-cutting, less waste of 
sheet materials. Pre-assembly of roof trusses, 
wall panels, gable ends, etc. is entirely possible 
for the small builder. All these mean a better 
house for less money. 

Reports from the Small Homes Council indi- 
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cate widespread dealer interest in these houses. 
Webster City, Ia.; Cozard, Mich., St. Charles, 
Ill., Grand Junction, Colo.; New London, Conn.; 
Moses Lake, Wash.; and Fort Fairfield, Me.— 
these are just some of the towns that are show- 
ing interest in -Unit-Planned houses. In some 
towns they have already been built; in others, 
sets of plans have been ordered. Typical com- 
ments: “Very popular...have much sales 
appeal ... plans are nice to use and build by 
. . . plans make for speed in construction.” 
Past issues of AL&BPM have brought you 
a number of these houses, as shown here on the 
opposite page. They include LD 213 (stock 
windows), LD 201 (unit planning), LD 212 (shed 
roof), LD 200 (trussed roof), LD 203 (expansi- 
bility), LD 208 (clerestory windows), LD 215 
(indoor-outdoor fireplace), LD 216 (outdoor 
terrace), and LD 219 (protected sun-pocket). 
From the variety of tastes that are satisfied 
in these plans, it is obvious that few planners 
have paid so much attention to distinctiveness 
ot eee as have those sponsored by the 


Dealers who wish to obtain sets of these plans 
may do so by writing AL & BPM. Please refer to 
series number when writing. 
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(Cooler in Summer) 
(Warmer in Winter) 


at Low Cost 


Ir is possible to build a snug, tight 
house — cooler in summer, warmer in 
winter—at lower cost. Richkraft 
breather papers and Richflex Reflec- 
tive Insulation make a combination 
that means the best in wall construc- 
tion. Richkraft Sheathing Paper lets 
the wall breathe and permits moisture 
to escape, yet it stops the wind, rain 
and dust, making a snug wall. All 
Richkraft breather sheets meet all 
F. H. A. Specifications for vapor 
barrier and breather sheets. 

Richflex Reflective Insulation in 
the walls and laid over the joists in the 
crawl space will reflect 75% of the radi- 
ant summer heat and acts as a barrier 
to cold in winter weather. In remodel- 
ing, Richflex will keep thick insula- 
tion from storing heat by day and 
makes rooms more comfortable on 
hot summer nights. 

@ There is a full line of Richkraft Re- 
inforced Papers, Breather Papers and 
Black Papers for every purpose — you 
can select just the right paper for any 
job. Ask, too, about Richbead, the met- 
al bead that protects dry wall corners 
from being chewed and knocked off 
on new and exsisting homes. Send 
back the coupon and let us tell you 
who in your area can supply them. 


RICH KRAFT 
Sheathing Paper: 























THE RICHKRAFT COMPANY 


228 North LaSalle Street, Chicago 1, Illinois 








THE RICHKRAFT CO. AL 
510 N. Dearborn Street 

Chicago 10, Illinois 

Gentlemen: 

Please send me complete details on: 

Richflex Reflective Insulation [] 

Richkraft Reinforced and Breather Papers [1] 
Richbead for dry wall corner protection [1] 


NAME 
ADDRESS 
TOWN 











ZONE——STATE—_. 
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Official Army Transportation Corps Photographs 


TRANSPORTER USED WITHOUT PLATFORM. The lumber was picked up by 
the vehicle’s fork and is ready to be moved to and loaded on rail equipment, 


truck, ship or plane. 


Truck-Fork Lift ‘‘Goes to War’’ 


Equipment now used 
by lumber dealers tested 
for army use. 


A unique self-loading machine 
for materials handling, intro- 
duced to lumber dealers just 
three years ago, is now being 
tested and further developed by 
the Transportation Research 
and Development Station at 
Fort Eustis, Va. 

During World War II the 
Army discovered the versatile 
bulldozer and used it effectively 
from Saipan to the beaches of 
Normandy. In the present emer- 
gency the military are once 
again studying all available 
civilian equipment for possible 
adaption by today’s mechanized 
army. 

The unit now being tested by 
the army at Fort Eustis com- 
bines the features of an automo- 
tive truck and the fork lift. It 
enables one man to lift a five-ton 
load, take it aboard, transport 
it at speeds up to 30 miles per 
hour over hard-surfaced roads, 
and subsequently unload and 
stack it in storage areas or load 
it onto other vehicles of trans- 
portation, such as rail cars, 
conventional highway trucks, or 
airplanes. 


The machine is adaptable to 
general straight-line pick-up, 
carry, and delivery of cargo. It 





* THE HOIST TOWER on this new 


army machine is actuated by three 
hydraulic units and raises loads to 4 
height of 12 feet. 


is especially suitable for load- 
ing and unloading lengthy items 
such as lumber, rails, pipe, 
poles and structural steel. With 
a large platform as an acces 
sory, the machine may be used 
for handling general cargo. In 
airborne operations, it has been 
tested and proved expedient 
for the loading of military 
equipment prepared for para 
chute drop. 

The telescopic hoist tower 
operates vertically at selected 
horizontal positions with a 5 
tilt in either direction. Actuated 
by three hydraulic units, the 
motor can move forks horizor- 
tally 69 inches, drop to ground 
level, or raise the load to 4 
height of 12 feet. 
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the vesediellinaiaty new TRULINE 


aluminum door and frame 


This is the remarkable door-and-frame assembly that’s open- 
ing up a completely new concept in building! Truline is so light, 
$0 precisely engineered it takes one man, using only a screw- 
driver, less than @ half-hour to install both door and frame! 
And there’s no painting necessary . . . Truline doors and frames 
are delivered with a smooth, rich satin finish. 


No call-backs, either! 


* The Truline door is dimensionally stable aluminum, will not 
warp, sag, shrink or swell. 
* Truline is trouble-free . . . cannot crack, splinter, deteriorate. 


« Adjustable frame compensates for wall deviations. Can be 
installed as last operation in the building. | 


A better sales-maker . ... more modern, more beautiful, 
more functional! 


¢ Adds quality that adds to the desirability of a home. 

* Honeycomb core gives strength, assures sound and thermal 
resistance. 

¢ The Truline Weather-sealed door . . . tight as your house- 
hold refrigerator . . . costs only a fraction as much as a 
conventionally weatherstripped wood door. 


For further information on the Truline door, write to HUNTER DOUGLAS CORPORATION, Riverside, California. 
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NEW STORE !S STRATEGICALLY LOCATED on heavily-traveled highway. PA 


Six-foot overhang shades slanting windows which run across the front and sides doy 
of the building. There’s a big asphalt-paved parking area. 




















Everything 
On Display 





Homeowners and 
contractors find every- 
thing they need in J. H. 
Jackson Lumber Con- 


pany’s beautiful new store 
in Denville, N. J. 


“We can do a better sales 
job if we can show people what 
we're talking about,” explained 
Al Leonard, sales promotion 
manager of J. H. Jackson Lum. 
ber Company’s magnificent new 


THE 39-FOOT CONSUMER COUNTER of knotty pine is backed up with checker Store in Denville, N. J. 
board pattern of striated plywood. Denville isn’t a big town— 











DUAL-PURPOSE DISPLAY is on castors. One side has verse side (as shown above) can be used for any selected 
sloping built-ins for roofing and siding samples. The re- materials. 
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hardly 2,000 people according 
to the latest census. But within 
a 15-mile area there’s a thriv- 
ing farm and lake country. 
Route 46, a heavily-traveled 
four-lane route, runs right by 
the new Jackson store and its 
big asphalt-paved parking area 
IS an invitation to stop and look 
around. 


Although the store hasn’t 











een open six months yet, the 
advantages of the new location 
are showing up in sales. The 
display area (50x128) shows 
about everything that a depart- 
ment store of building mate- 
rials should have. Beside the 
Usual paints, hardware and 








ND METAL DOORS are displayed in 
stand-up holders so customers can compare all styles at 
the same time. Three private offices (right), both interior 
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PAINT AND HARDWARE SECTION (left in photo), with housewares displays 
down the center. This area is about one-half the total display area. 


roofing materials, all displayed 
to attract consumer attention, 
there is a wide variety of spe- 
cialty items—sliding doors, 
bathroom fixtures, lawn and 
garden furniture, appliances 
and electrical and plumbing 
supplies. 

One of the nation’s outstand- 
ing manufacturers of display 
fixtures supplied the islands, 
four of which are devoted to 
housewares, for the store. 

Both homeowners and con- 
tractors find every provision 
for their comfort and service. 
The Home Planning Office, just 
off the main display room, is 
comfortably furnished and 





AL LEONARD, sales promotion man- 
ager, and one of Jackson’s good con-~* 
tractors, Rocco Caruso, outside one of } 
the private offices. 


and exterior, have been finished to show various styles of 
doors, windows, siding and paneling materials. This series 
of offices forms an attractive exhibit by itself. 














SPECIALTY ITEMS are shown as 
near eye level as possible. 
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PLUMBING AND ELECTRICAL FIXTURES are clearly 
price-marked and tagged. Neat arrangement of supplies 


there is a variety of plan books 
to look over. The firm’s serv- 
ice to the home or remodeling 
prospect includes the recom- 


mendation of selected contract- 
ors and the handling of the fi- 


nancing for the job. 

Three sons of the founders, 
all of them under 40, are active 
in the 27-year-old business. 
Officers of the company are 
Floyd Jackson, president; Es- 


ELECTRICAL BAR 


is possible by dividers for each item. Customers can find 
what they want in a hurry. 


kil Danielson, Jr., vice-presi- 
dent, and Horace Hiler, secre- 
tary-treasurer. Seven employes 
have been with the organiza- 
tion 20 years or more. 
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1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 + Teletype SF 531 


P.O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 


* Teletype SK 2 
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Bathroom. 

8"x 8"Glane (Locks m panel 
with wooden shelves and 
decorative Flower box. 





Bathroom oxterior wall. Alternate 
hnrigental courses of 6’and 12" qhars Leocks 
Ahaggered with horizontal wood shales 
behwaen. Stock ventifating sash is act 

iM I2" row between S’amd 6’ Level. 
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INSULUX sketch book 











Dressing table wall. 12”and 6” Insulux 
glare Rocks im combination. 
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Stain Hall. 


Cheroatory over closet wall. seal 12" 

S"glars Wocks alrove cabinets i rie ee +d 

to eeling. frame ina wall of 
8" glare books. 


Bring daylight into homes 
with privacy and beauty 


To KEEP the most private room really private yet bright, 
specify attractive panels of Insulux Glass Block®. 


Write to Insulux Division, American Structural Products 
Company, Dept. AL 5, Box 1035, Toledo 1, Ohio, for specifi- 
cations using Insulux Glass Blocks in these or other designs. 


INSULUX 
GLASS BLOCK 


A product of the Owens-lilinois Glass Company 

















POINTERS 








Field and Stream 


One way of boosting dollar vol- 
ume and foot traffic is to add sport- 
ing goods to your regular line of 


building materials. That’s what 
owner Robert M. Slettedahl of 
Montesano, Wash., did. His El 
Monte Lumber and Fuel Co. car- 
ries about $3,000 worth of fishing 
and hunting equipment and reports 
a turn-over of stock at least five 
times a year. Though his store is 
located three blocks off ‘the main 





business district, owner Slettedahl 
says that almost all his customers 
are bona fide sportsmen who like 
nothing better than to come in and 
exchange views on the best way to 
land a trout. All his salesmen are 
themselves hunters and fishermen, 
which means that rods and reels 
are as familiar to them as builders’ 
hardware. In a small town of 2,600 
the more you have to interest your 
customers, the brisker are your 
sales. 





A Pleasing Personality 
Pays Off 


A pleasing personality is the 
best policy for a salesman, while 
honesty usually considered the best 
policy, ranks tenth in qualities cus- 
tomers prefer in a salesman. These 
and other findings were shown in 
a recent survey compiled by per- 
sonal contacts with customers and 
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distributed by the Mountain States 
Lumber Dealers Assn. 

Qualities preferred in salesmen 
and ranked in order of importance 
are: 


Pleasing personality ...... 20.4% 
EE hah aint ey eee 11.5 
Got me what I wanted..... 10. 
Knew his product ........ 8.9 
TTT TT Te 7.3 


Presentation of merchandise 6.8 





SE. 5% skeen hake eee 6.8 
pe 6.3 
Not high pressured ....... 5.2 
Ee eT re 4.7 
a earns 4.7 
PETE e eT eT 3.7 
Self-Assurance .......... 2.1 
Po re 1.6 
100.0% 


Perseverance, which ranked last 
in the above survey, was consid- f 
ered very important in a survey 
from Printers’ Ink which showed 
that if a salesman were competing 
against 100 salesmen for the same 
sale, only 52 would be at the pros- 
pective customer’s office when he 
made the second call, 27 on the 
third call, and 12 on the fourth, 
“Sticking to it assuredly wears 
down competition.” 


i nO LO he 


FIRST CROSS CUT .J0 ' ADDITIONAL CUTS "0S . 
| RIPPING FIRST CUT 25 . ADDITIONAL CUTS 15 
MITRE CUTS .25 





Virginia Yard Offers 
Lumber Cut to Size 


Customers’ demand for lumber 
cut to size led Ruffin & Payne, Inc, 
Richmond, Va. to feature this serv 
ice in its yard. As a safety factor, 
all the cutting is done by yard 
employes. The price schedule fot 
cross cut, ripping cut and mitre 
cuts, is clearly posted. 
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& give homes that “PLUS-VALUE” look! 


Here's the sidewall that puts ‘‘sex appeal”’ per year of service — with better insulation, 
in home exteriors! Colorful, rich and attractive, less upkeep and added property value. They're 
Shakertown Sidewalls combine the advantages 
of distinguished beauty with the economy of 
double-coursed cedar shingles. 


architecturally right, too. 
Whether you're building one home or one 


There's no secret about the phenomenal de- thousand, if it's good profit you want, you'll 
mand for factory-stained Shakertowns. They be ahead with Shakertown Sidewalls. It pays 
mean lower construction cost, even lower cost to stock and sell them! 





Get the facts! Find out why shake homes, in project after project, have 















Cor sold far ahead of any other homes built of standard materials. 


a 


SHAKERTOWN 






Write today for prices and architect-selected color samples. 
». West Coast Plant at Chehalis, Wash. 
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% 


: Shingles 
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5455 BROADWAY AVE. CLEVELAND 27, OHIO 
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Texas Showcase 


This deéorative and functional pany, wanted a case that would re- 
show casewf the Rio Grande Lum- , “lieve the monotony of plain, pumice 
ber and Fuel Co., El Pasd, Tex., stone’ walls. Case has sliding glass 
a a modern, “swept-back’”’ look. doors, is faced with colorful striped 

ung, fire-control-minded R. _L. plywood, and is built precisely be- 
Saunders, president of the com- tween two bearing posts. 
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"Whalding is Ready When Needed 


bins that are easily ac- and customers find what they are 
cessible. and clearly marked, have looking for in a hurry at the Argo 
helped store saleamen, yard men Lumber Co., Hicksville, N. Y. Open 











the back door of the store and yoy 
find these bins just across the alley, 
Measuring lumber is easy here with 
this vertical yardstick in clearly. 
read lengths. Each molding bin jg 
marked for size and style. 

















24-HOUR PHONE SERVICE! 


call 


BRunswick 8-1648 
For All Home 
REMODELING 


Phone today and make an appointment with 
bonded salesman. He'll prove with figures . 
he can eut your remodeling cost with our exely 
sive method that F aacg you your materiel, leber 
and financing all from one source. 


FINEST WORK AT LOWEST PRICES! 


Bnut dead attic space into liveable quarters. The housi 
will remain for some time. Get our ay prices for reply iid 


An attic apartment definite! for itself in @ short ti 
eine pa: jitely pays for in @ short time. PHONE 
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Call Ashland for All Remodeling Work! 


CD Rear Porch C Dormers LD Asbestos Siding 
CD Front Porch (Basement Flats [-) Insulated Siding 
DIAttic Flats Ci Rumpus Room = Additions 


FHA FINANCING—7 YEARS TO PAY 












FRAME 
- Ss | 
fil, | Protect your cor trom the 
weather. Get our low price 
We include the following: os exten SG 
© Felt Lined ® Overhead Doors 5 YEARS 





YARD %” PLASTERBOARD 5 ¢ 


First quality, 4x8 to 4x10 
SPECIAL! per sq ff, 











Lumber Yard 
STORE HOURS 





ASHLAND HOME CONTRACTORS, INC 
Exclusive Builders” tor 


{ 4 . 
1800 N. ASHLAND BRunswick 8-164 


This Firm is on the Job 
24 Hours a Day 


Management of Ashland Lumber 
Co., Chicago, is on the job 24 hour 
a day, seven days a week. Whet 
ever the office is empty —afte 
hours or week ends—calls are aute 
matically switched to a phone a 
swering service. Many of thet 
callers have placed actual orders; 
others have resulted in importat! 
job leads. 
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wit TAKE CARE OF 
EVERY ROOM IN THE HOUSE 





Carry only a limited inventory of COPCO’s 
Big 3 Economy Line... plus COPCO’s new 
low-cost basement windows and other metal 
building products. Get a full carload discount 
on ALL items by combining your purchases in 


a carload lot. COPCO’s new Pricing Plan 
covers the entire line of COPCO residential 
Metal Building Products . . . means bigger 
profits for retailers of lumber and building 
materials. Write for complete ‘nformation now. 














LIVING ROOM WINDOW—Catalog No. 5424P. 
A beautiful 7-foot wide window with large 
glass picture area about 4’ x 4’, and full height 
ventilators on both ends (approximately 1 4’ 
wide by 4’ high). Built in one shop-fabricated 
unit. Includes complete hardware and two 
lifetime metal screens. 


KITCHEN WINDOW—Catalog No. 2313L. 
Glides open and shut with fingertip ease. Pro- 
vides maximum light and fresh air . . . has 
about 33% more glass area and 20% more 
opening area than ordinary kitchen window 
(a pair of 24” x 16” sash). Also ideal for use 
in the bathroom. Includes complete hardware 
and lifetime metal screen. 


MULTI-PURPOSE WINDOW—Catalog No. 
2414L. Flood your rooms with about one- 
third more daylight, more fresh air 
controlled ventilation than you get with an 
ordinary sliding type window (pair of 24” x 
24” sash). Ideal for the bedroom, dining 
room, library, breakfast nook. Includes com- 
plete hardware and lifetime metal screen. 


*Prices shown include Leverlite Adjusters (for Rotolite add $1 per ventilator) and are F.O.B, Factory. Transportation and Local Sales Tax extra. 





DEALERS! 





COPCO STEEL hae mney ered COMPANY AL-5 H 
Metal Balding Procucis 

14306 Grand —" 

Detroit 27, Michigan 


Please send me full details on COPCO's Big 3 Economy Line and COPCO's 


MAIL THIS COUPON TODAY 
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! new Pricing Plan, together with complete information on the corco line 
| of residential metal building products. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 





Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns. 


Morrill & Sturgeon Grorttun> 


Lumber Co. we WAR OF QuAuTY 
YEON BLDG., PORTLAND, ORE. 


Pacific National Lumber Co. 
West Coast Lamber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Specializing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 


Our 32nd Year 

























564 Market 7 St. Sen sonia 4, Cal 
MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 


WESTERN LUMBER MERCHANTS 
Bastern Office 4 Warehouse: 
THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 S$. W. Sixth Avenue 
Portiand 4, Oregon 


Cari E. Lumber Co.; Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 


PINE SPECIALISTS 
TEmple 1448 Teletype SP-175 


CURTIS. LUMBER COMPANY 
613 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS ‘ 
Telephone: AT 659! Teletype: PD572 
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NEWLY ELECTED SPA OFFICERS FOR 1952-53, left to right: H. C. Berckes, 
secretary-manager, New Orleans; M. L. Fleishel, treasurer, Port St. Joe, Fla: 


J. R. Bemis, president, Prescott, Ark.; Tom DeWeese, ist vice-president, Phil. 
delphia, Miss.; and R. D. Crowell, Jr., Long Leaf, La. 


Southern Pine Session 


Subscribers to the Southern 
Pine Inspection Bureau held 
their twelfth annual session at 
a luncheon meeting cn Tues- 
day, April 8. Chairman B. A. 
Mayhew, of Fordyce, Ark., pre- 
sided. A feature of the meet- 
ing scheduled on the program 
was “A Board-Eye View of the 
SPIB,” in which each board 
member made a short talk, 
giving his individual reactions 
as to the things that make the 
Bureau program a success. 

The responsibility of all 
manufacturers, whether on the 
board or not, for strengthening 
and improving the grading 


rules, was stressed by Brady. 


Belcher. “As I see it,” Mr. 
Belcher stated, “our responsi- 
bility as manufacturers. ex- 
tends beyond merely conform- 
ing to the grading rules in our 
individual operations. We 
should at all times be conscious 
of the need for keeping the 
rules up to date and in line 
with the needs of our trade.” 
Next, 
brought out the importance of 
conservatism in these stand- 
ardization activities. “If we 
were ever to throw conserva- 
tism overboard and follow the 
policy of changing our rules 
according to whim or: to meet 
ever-changing market condi- 
tions, we would end up with 
nothing less than chaos.” 


G. B. Saunders referred to 
the resourcefulness of the Bu- 
reau in meeting new and un- 
usual conditions, and pointed 
out how quick action on the 
part of the staff and the board 
in developing a stress grade of 


May 5, 1952, AMERICAN LuMBERMAN & 


C. W. Thomas, Jr. 


No. 1 timbers had contributed 
to the holding of a market for 
Southern Pine. The part that 
the Bureau inspector plays in 
his visit to the mills was fea- 
tured by E. C. Johnson. “Every 
man on our plant understands 
that as far as grading is con- 
cerned, the Bureau inspector is 
the last word. 

The close relationship be 
tween the SPIB program and 
trade promotion activities of 
the industry was emphasized 
by Tom DeWeese. “I think all 
of us realize,” he said, “that 
we cannot expect to retain our 
markets unless the _ product 
that we offer meets the needs of 
our customers.” 
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Beauty of design 
Smooth operation 
Fast installation 


Finest construction 


@ Absolutely Weather Tight 
@ Sash completely Pre-fitted 
@ Toxic Treated if Desired 


@ Completely Weather Stripped 





On merit, Dixon Weather-Lok is the best 
window unit for you to sell. Don't be sat- 
isfied with less than Dixon Weather-Lok 
gives you. Contact your local jobber or 


write us for name of jobber near you. 


Western Pine Mfg. Co.,Ltd. 


P. O. Box 2207, Spokane, Washington 


ELLIS GLAZING CO., Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Build Your Own-Name 
Brush Business 


Now, let one of the world’s 
largest, highest-rated 
Private-Brand Brush 
Manufacturers show 

you how to sell 

more brushes... 


1 Brushes stamped with your name 
or trade mark. 


2 Made to your own specifications. 
3 Listed in your own catalog (which we supply). 


.. on an extra-large profit margin 


We not only are brush makers of the old school 
—nearly 50 years old—but have become one of 
the biggest houses of our kind in the world! 
We make a complete line of paint brushes for 
jobbers and manufacturers exclusively. We 
are equipped to produce quantity orders for 
the biggest distributors. Brush business lead- 
ers can testify to the b rey d of our product, 
the integrity of our dealings and the nature of our suc- 
cess. And one of the primary points of our success is 
Volume Production on a minimum profit margin. That 
is why we have enjoyed the reputation of “Price King” 
of our industry. 











As one of the foremost Private-Brand Brush 
Makers in the world, we have established thousands of 
jobbers and manufacturers in their own flourishing 
rush businesses. We can do as much for a Every 
brush is made in strict compliance with regulation M-18 
as amended. We supply not only the product but the 
entire operational machinery, including special design- 
ing of your labels, and dealer mat ads to run in your 
local newspapers. Just fill out coupon below and infor- 
mation will be sent you at once, 


MANHATTAN BRUSH CO., Inc., Dept. L-5 
42 West 18th Street, New York 11, N. Y. 


Gentlemen: Please send without obligation 
complete information on your Own-Name 


Manhattan 


Brush Co inc Brush Business Plan for jobbers and manu- 
"9 “5 facturers, including samples of product, 


catalog, etc. 
Name 


42 West 18th Street Fs 
New York 11 Address 











4 Quality unsurpassed by any nationally advertised brand. 
5 Construction and materials unconditionally guaranteed. 




































AMONG THE DEALERS 








ANNUAL BANQUET OF THE NEW JERSEY Lumbermen’s Association con- 
vention was well attended and featured entertainment with a full evening of 
dancing. 


New Jersey Convention 


Adolph W. Jaeger was re-elected 
president of the New Jersey Lum- 
bermen’s Association at its 68th 
annual convention held April 2, 3, 
4 at Atlantic City. More than 300 
dealers attended the three-day con- 
vention at the Hotel Chalfonte- 
Haddon Hall. 

Also re-elected were Arthur M. 
Mason, first vice-president; Aren 
Kaslander, second vice-president; 
G. Bernard Roesler, treasurer, and 
Edward C. Frick, secretary-man- 
ager. 

Named to three-year terms on 
the board of trustees were Walter 
H. Weismuller and Walter E. Cran- 


mer. Re-elected for new terms 
were Lloyd F. Armstrong, James 
D. Ball, Stanley Hutchinson and 
John E. Dunn. 

The Old Guard Hoo-Hoo Club 
dinner was a huge success with 250 
guests present to hear an address 
by Sen. H. Alexander Smith who 
asked for a new Asia policy aimed 
at the creation of a liberated China. 

Other speakers during the con- 
vention included: Frank W. Love- 
joy, vice-president of the Socony- 
Vacuum Oil Co.; Everett B. Wil- 
son, public relations director of the 
NRLDA, and Samuel J. Foosaner, 
noted tax attorney. 








Winners for Indiana in the dis- 
play contest sponsored by the Build- 
ing Material Exhibitors Associa- 
tion are left to right: Harry 
Moran, receiving a citation; H. 
Harold E. Frantz, “Oscar” winner, 
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Indiana Dealers Win BMEA Awards 


the top award; Gates Ferguson, 
director of advertising and promo- 
tion, Celotex Corp., who made the 
presentation, and Frank Taylor and 
William Rudolph, who also received 
citations. 





At Mountain States 
Convention 


Shown during the 1952 conven- 
tion of the Mountain States Lum- 
ber Dealers Association are left to 
right: H. H. Hast, re-elected a di- 
rector, J. F. Scott, re-elected presi- 
dent, and M. D. Bradfield, past 
president. 


Hines Lumber Receives 


Television Award 


For his outstanding contribu- 
tions in furthering education 
through television, Walter E. Dur- 
bahn, star of the Edward Hines 
Lumber Co. television show, Walt’s 
Workshop, received an award for 
distinguished achievement by the 
Illinois Vocational Association at 
a luncheon held in the Florentine 
Room of the Congress Hotel, Chi- 

The Association is made up of 
instructors in vocational arts 
grade schools and high schools 1 
Illinois, and the award which read: 
“The Illinois Industria] Education 
Association presents to Walter B 
Durbahn this award of distil 
guished achievement in appreci 
tion for his outstanding scholar- 
ship, leadership and professional 


contributions” was made by Dt. 


Hobart H. Sommers, president of 
the Illinois Vocational Association 
and assistant superintendent of 
Chicago Public Schools. 
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IN BEAUTIFUL BIRCH AND GUM VENEERS | 


You cau be sure of QUALITY 


as well ao APPEARANCE 
utth a Walled Lake DOOR! 


Walled Lake Doors are produced under exacting methods 
of quality control. Continuous inspection at all stages, com- 
bined with modern equipment, experienced craftsmen and 
quality materials assure high volume production with a uni- 
form high standard of quality at lowest cost. Walled Lake 
construction combined with Walled Lake production methods 
assure you the BEST door at the LOWEST: COST. 




























7 Ply All-Wood Construction 
protects you & your customer 


The Walled Lake all-wood “ladder” 
core and “air-conditioned” interior, 
plus 7-ply construction protect you 
against warpage, assure strength and 
rigidity, safeguard you and your cus- 
tomers against loss and dissatisfaction. 


All-Birch or All-Gum Plywood Panels 
protect Walled Lake Doors against 
delamination. 





he Get the 
at 

: Facts and 
Ni- 

of you'll get 
i Walled Lake 
ad: 

i Doors! 
E. ‘ 

in QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION 

01: 


- YET PRICED SUBSTANTIALLY BELOW DOORS OF SIMILAR QUALITY 
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INDIAN : 


Protect property, guard lives 
with these famous pack extin- 
guishers. Use only clear water. 
5 gal. rust proof tank. Pump 
throws powerful stream or noz- 
tle adjusts to spray. Don't be 
helpless when fire strikes! Just 
grab an INDIAN .and 

put it out in a hurry. 

Sturdy construction. f 
Inexpensive. Prompt 


shipment. yk 
nove 


FAST with 









E-Z 5 GAL. 
KNAPSACK SPRAYER 


Finest knapsack sprayer made. Pump lever 
develops high pressure easily while spray- 
ing. 5 gal. zinc-grip steel or copper tank. 
Tank is air conditioned preventing damp- 
ness reaching the back. Adjustable brass 
nozzle. (Recommended by Extension Services.) 


BANNER 
COMPRESSED 
AIR SPRAYER 


The outstanding com- 
pressed air sprayer. 
Cam i Electric seam welded 
tank. Streamlined dome 
top. (Open or funnel 
type.) Galvanized or 
solid copper tank.Non- 


log angle nozzle. 


Send for Full Detail is’ on INDIAN FIRE 
PUMPS and our Complete Line of Sprayers 























cr 


~ 


Have you ordered INDIAN FIRE PUMPS 
For Civil Defense? Be Prepared! 


D.B. SMITH & CO. £9 main sr.- utica 2,N.¥. 


1888" 





‘Originators of Sprayers Since 























F. W. Fitch Mfg. Plant, JACKSON, MISS. 
78,000 Sq. Ft.-1 Sty. REINFORCED CONCRETE 


SUITABLE FOR GENERAL MFG. © TEXTILE © GLASS 
& PAPER PRODUCTS © FURNITURE © OIL CANNING @ 
METAL FABRICATING © FOOD PROCESSING 














8 Acres * R.R. Siding * Concrete Floors * Fluo- 
rescent Lighting * Sprinklered * Air Conditioned 
Offices ¢ All Utilities * Low Electric & Insurance 
Rates * Main Highway * POSSESSION. 


AUCTION 


WED., MAY 2ist 2 p.m. on premises 


COOPERATING BROKER: EDWARD L. BAKEWELL, 8227 MARYLAND AVE., ST. LOUIS, MO. 
Send for Booklet F 





AUCTIONEERS: F. P. Day, S. A. McDonald, D. J. McElveney, Jr. 
7 Dey Street, New York 7, N. Y. ° Digby 9-2000 
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What's YOUR Aaa 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60- 50%, 
passing. 

1—Farm savings are still at 
an all-time high—to the tune 
of how many billion dollars? 

_ 2—What advertiser claims to 
have the answer to kitchen 
odors? 

3—Farm labor-saving devices 
are a specialty with what Iowa 
dealer? 

4—According. to a Devoe & 
Raynolds executive, biggest 
paint sales are now of what 
type? 

5—Yardmen who want some- 
thing to “take a bigger share” 
of their loads should have the 
back-saving mechanical handler 
called by what name? 

6—The latest, FHA-approved 
method of putting wood floors 
over a concrete slab, says one 
advertiser, is what? 

7—New ready-pasted, hang- 
it-yourself methods are claimed 
by one manufacturer to be the 
answer to redecorating prob- 
lems. What is the product? 

8—A new termite killer, one 
gallon of which when mixed 
with 100 gals. of water will kill 
more termites than you cal 
shake a stick at, is known by 
what name? , 

9—A new paint franchise } 
now advertised as been open to 
all lumber dealers. What is it 
called? 

10—We don’t want to take 
the starch out of your scoring 
efforts thus far, but which wood 
is the Western Pine Associ 
tion pushing in this issue? Fo 
what purpose? 

Answers on page 128 
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NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN-SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE NATION’S FINEST STANDS . . . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 








NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROMTHE NATION'S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMBstss N SPRUCE .. . SCIENTIFICALLY 
KILN-DRIED FROM , KCK RIVER SALES COMPANY 
NORTH IDAHO _. NATION'S FINEST STANDS 











SPRUCE . . . SCIENTIFICALLY 

RIVER SALES COMPANY 
NATION’S FINEST STANDS 
PRUCE . . . SCIENTIFICALLY 
RIVER SALES COMPANY 


AVAILABLE ONLY FR NORTH ID AHO 


cso now] WORTH ANN SPRUCE 


AVAILABLE ONLY FRd ene 
KILN-DRIED FROM T -¢ NOT just spruce - - ° 





superior wood 


= is a / 
ye eon gir-dried spruce: It is ATION’S FINEST STANDS 
AVAILABLE ONLY FRO { North Idaho + °° RUCE . . . SCIENTIFICALLY 
te) 
KILN-DRIED FROM THE from the forests © RIVER SALES COMPANY 
— tifically KILN-DRIED to exacting ATION’S FINEST STANDS 
e n | 
AVAILABLE ONLY FRO Scie ih CE . . . SCIENTIFICALLY 
en who take pride in 
KILN-DRIED FROM THE specifications by m _ TBver SALES COMPANY 
NORTH IDAHO ENGEL “x, |ymber- Don’t just ask ION’S FINEST STANDS 
AVAILABLE ONLY FROM producing quality IN DRIED E. . . SCIENTIFICALLY 
KILN-DRIED FROM THE F pruce _ insist On l ‘ ER SALES COMPANY 
or $ Athi 


NORTH IDAHO ENGELMA ON’S FINEST STANDS 
AVAILABLE ONLY FROM P NORTH IDAHO RUCE E.. . SCIENTIFICALLY 
KILN-DRIED FROM THE NA ENGELMANN SP R SALES COMPANY 


NORTH IDAHO ENGELMA DN’S FINEST STANDS 
AVAILABLE ONLY FROM PA . . « SCIENTIFICALLY 
KILN-DRIED FROM THE NA SALES COMPANY 


NORTH IDAHO ENGELMAN UN’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RI ~ NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM THE NATION’S FINEST STANDS .. . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 
NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 
KILN-DRIED FROM TE EST STANDS .. . AVAILABLE ONLY FROM PACK RIVER SALES COMPANY 
NORTH IDAHO ENG - « « SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FRC D LES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY 





















ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 ° TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 





NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALLY KILN-DRIED FROM THE NATION’S FINEST STANDS 
AVAILABLE ONLY FROM PACK RIVER SALES COMPANY . . . NORTH IDAHO ENGELMANN SPRUCE . . . SCIENTIFICALI*’ 
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What customers really think 


All of us have run up against customers who are 
Prize Characters—rude, inconsiderate, unreasonable. 
But membership in the Prize Character Club isn’t lim- 
ited to Customers Only. Many prospects, eager to 
buy, run into some dillys too—salespeople who actu- 
ally prevent them from making a selection and plank- 
ing down their dollars! So let’s take a good look at 
ourselves as customers often see us. Could be that 
without realizing it, you have become a Prize Charac- 
ter in the prospect’s book—it’s a smart idea to double- 
check. Here are some of the commonest sources of 
customer ill will and failure to buy. 


. . « arrogant Egbert 


When it comes to insulting customers, Egbert has 
few superiors. His technique is simple. Instead of 
showing the customer overhead garage doors, Egbert 
remains magnificently unbudging and says in a dubi- 
ous voice, “They begin at $75.”’ Nothing burns cus- 
tomers up more than having salespeople decide what 
they can and cannot afford to pay. 

Boner No. 1—Passing judgment on customers is 
like competing with them. Strongly implies a sense 
of superiority over them in manners, appearance, 
financial success. Boner No. 2—Snap judgments 
formed on the basis of outward appearance are dan- 
gerous and misleading. First, because they are often 
embarrassing and unflattering to people who can 
afford your products but don’t look the part! Second, 
because customers who can’t afford one product may 
easily be able to afford many others. 

Boner No. 3—Unwillingness to show merchandise 
is one of the greatest discourtesies, in the cus- 
tomer’s book. If he can’t afford what he asks for, 
he will soon make it clear, prefers to judge his own 
financial capacity. Equally important, if he can af- 
ford your products, he does not want to be limited in 
choice to what you think he can pay. Many customers 
want better merchandise, but complain they cannot 
get salespeople to show it because of snap judgments 
and arbitrary ideas about their financial level. Aliso 
many are willing to pay above their normal level, 
provided they see what they want. 


. . . one-shot Orvie 


Orville is a nice guy and means well. Is eager and 
anxious to help prospects. But when it comes to show- 
ing merchandise, he makes a major production of dis- 
playing each sample. Brings out just one—then stands 
back to admire the effect, like a hen flapping her 
wings over a newly-laid egg. Generally customers are 
embarrassed by salespeople who hover over them ma- 
ternally, waiting for them to make a final decision 
before going on to the next sample or page in the book. 
This is doubly true in selecting building products 
since the average prospect is on unfamiliar ground. 

Most customers prefér to glance over a lot of sam- 
ples quickly, then narrow down to two or three and 
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reach a decision. A quick preview gives them the best 
possible barometer for making a good choice. At the 
same time, it gives them a chance to think things over 
without embarrassment or self-consciousness. The 
salesman who makes a production out of displaying 
each sample puts his prospects in the awkward pogj- 
tion of feeling they have to apologize for not buying 
the first few items shown. 


. . . disappointed Alvin —- 


Alvin is a top-scoring boy in many ways but he has 
one strike against him in the customer’s book. He 
is a bad loser if he doesn’t land his sale on the first try, 

A good fisherman knows when to reel out and let 
his tuna run with the line . . . knows that if the hook 
is solidly planted, the fish will come back to Papa. But 
not Alvin. If the customer wants to “run with the 
line” a bit and think things over, Alvin looks pained— 
shows it in a number of accusing little ways that make 
the prospect feel uncomfortable about returning for 
further information. 

Here are the tell-tale signs that show disappoint- 
ment and bad sportsmanship, keep good customers 
from coming back though they fully intended to! 
Sudden coolness. A stiff, wooden expression. Drop- 
ping your voice and winding up on a flat, colorless 
tone. An offended look that clearly says, “All that 
effort for nothing!” Abruptly walking off. These and 
similar expressions of a poor loser are often uncon- 
scious, advertise the fact that you think you’ve lost 
the sale, never expect to see the customer again. Watch 
out for these unconscious changes in manner and 
speech and double-check yourself in the next few 
weeks to make sure you are ending every sales inter 
view on the same cordial note of expectancy you opel 
with. 


... weary Willy 


Willy’s idea of salesmanship is unique. To custom 
ers he seems mentally fatigued. Willy makes them do 
all his thinking for him! If the prospect doesn’t care 
for yellow tileboard, Willy waits to be asked before 
showing the green. If green doesn’t go over, Willy 
sits tight ’til the customer asks for blue. In short, 
getting anything out of Willy is like pulling teeth... 
with the customer doing the pulling. 


. . . courting Courtney 


Courtney, otherwise known as Loverboy, has eal, 
eyes and arms for only one customer—companionably 
leans over the counter concentrating his entire cham 
on the Lucky Prospect while six other customers 
stand by fuming. No amount of glaring or muttering 
diverts him from his job—pleasing the shopper. 1 
the other customers it looks as if Courtney is gollé 
to stick to his prospect ’til death do them part. 

Few things are more exasperating to customel 
than salespeople who refuse to divide their attentim 
and effort. Especially when they know what the 
want, while the customer getting all the service ® 
unnecessarily slow and indecisive. And few eff 
win greater appreciation than salesmen with the cour 
tesy, imagination and manual dexterity to serve 8 
eral customers at once. 
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MERCHANDISING CLINIC 


The Major Problem 


“We're here to discuss our prob- 
lems and to attempt to come up with 
some practical answers,” announced 
the chairman of the meeting. “Let’s 
take first things first. Let’s not deal 
in generalities. The nearer we can 
get down to brass tacks the more 
we will get out of these sessions. 
Just what do you consider your ma- 
jor problem? Think carefully. Write 
it down. No help from each other, 
please.” 

It was a good start. Nearly 100 
lumber yard managers were present. 
Each one in the room was being 
given an opportunity to sort out his 
daily problems one by one... . to go 
over them thoughtfully and then, 
having done so, write down the con- 
clusions. At the end of a period of 
meditation that seemed longer than 
it was, the replies were collected, 
tabulated, and the result announced. 
The answer in the vast majority of 
cases was... “the itinerant appli- 
cator.” 


... Having put their finger on 
the problem, the next step was 
to try and find what caused it. 


Step One of the Solution 


“So far so good,” said the chair- 
man after it became plainly evident 
that there was no question as to the 
identity of Common Problem No. 1. 
“Next let’s see if we can agree upon 
what is causing what. There must 
be a basic reason why the itinerant 
applicator can drive into our various 
trade areas and come away with a 
pocket full of orders. Let’s try and 
get at the ‘why.’ Are we selling the 
wrong kind of materials? Are our 
prices out of line? Are our yards 
located in the wrong places? Go 
over the sales made by these out-of- 
towners and see if there isn’t 
some common denominator that runs 
through them all . . . some reason 
why a stranger can sell a new roof, 
for example, to a customer who has 
been doing business with us for 
years,” 

It didn’t take more than 10 to 15 
minutes for the majority of the group 
to reach a conclusion, write it down, 
sit back in their chairs and wait for 
the announcement of the result. Here 
is what it was: 
“Installment selling.” 
plan.” “Pay as you use the roof 
Without missing the money.” “Let the 
new roof pay for itself.” 

No matter how it was stated, the 
conclusion of the group was that few 

i would be made by itinerant ap- 
Picators if it were not for install- 


ment financing. : 


“Easy pay 
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... “Easy to pay” makes it 
easy to sell. 


Second Step of the Solution 


“We’re making good progress,” 
said the chairman. “We have decided 
what the problem is and what causes 
it. To me this means that we need 
an installment plan that compares 
favorably with those used _ by 
our out-of-town competitors. What’s 
wrong with ours. Terms too short? 
Down payment too large? Credit 
requirements too strict?” 

The discussion which followed 
brought out clearly the inescapable 
fact there was nothing wrong with 
their installment plan. It was iden- 
tical in all respects to the one em- 
ployed commonly by every applicator 
who had sold a job in any of the 
nearly 100 communities. . . And that 
happened to add up to a larger to- 
tal than any in the group was willing 
to admit. 


F The successful hunter 
doesn’t bag the most game 
because of superior weapons. 
He does it because he excels 
in methods. 


Third Step in the Solution 


The lumber yard managers in the 
audierice agreed 100 per cent on the 
quality of their materials. “None bet- 
ter made” was the verdict. They 
concluded correctly it wasn’t price 
that got the jobs for the strangers 
who slipped into their territories and 
got the orders. Many of them told 
how much cheaper their regular prices 
would have been. Glumly they finally 
agreed that the itinerant applicator 
had merely followed a familiar con- 
cept in hunting, fishing, selling, or 
almost anything else: 

“Go where the game is . . . make 
good use of the weapons you have.” 


. .. Without action at the con- 
sumer level, few sales are made. 


Unseeing Eyes 


A mile or so from one of the towns, 
there was a set of farm buildings... 
the pride and joy of their owners. 

“Only trouble is your roofs are 
beginning to need attention,” said 


the applicator who had driven in to 
look them over ... and admire them 
greatly. The farmer agreed readily. 
He had been thinking about having 
them repaired but hadn’t gotten 
around to it. Materials were hard 
to get. Same way with labor. Be- 
sides there was the question of 
price. It took a lot of cash to do a 
job like that. You started with one 
building. Then you fixed another. 
First thing you knew the whole set 
needed new roofs. 

Then the applicator wheeled into 
action. “Sure materials (the right 
kind) are scarce, but we saw that 
would be the case and filled our 
warehouses with carload after car- 
load. Now we’re sittin’ pretty. We’re 
well stocked with roofing that’s get- 
ting harder and harder to get. Labor? 
We have our own trained crews. 
They do nothing but apply roofs. 
They’re experts. Look at these jobs 
we’ve done. (Picture. Pictures. Pic- 
tures.) They’re finishing up the big 
XYZ Guernsey Farm at Blankville 
today. I can put ’em on your build- 
ings tomorrow. Pay? Here’s how 
easy it is. You don’t pay for jobs 
like this in a lump sum. You send a 
nominal check once a month to the 
finance company that handles all our 
paper. Instead of paying a lot in a 
lump, you pay a little at a time. 
You never miss the money. The sav- 
ings help pay for the whole project.” 
Etcetera. Etcetera. The job was sold 
before noon, and it in turn sold half a 
dozen others in less than a week. 


. . . The latent prospect was 
there all the time. Action was 
needed to turn it into a sale. 


Who Is to Blame for What? 


“Why didn’t you tell me you wanted 
new roofs on your buildings?” asked 
the lumber dealer when he discovered 
the applicator’s crew in action. 

“T didn’t know it myself,” was the 
frank reply. “Why didn’t YOU tell 
me how badly I needed them? Isn’t 
that your business?” 

Finally the farmer, who was mighty 
proud of the glistening new roofs 
ended the conversation with the ob- 
servation that “You ecouldn’t have 
financed the job any way ... or at 
least I’ve never heard of your doing 
anything of the kind.” 

The dealer had no comeback. 
“Why” property owners buy from 
itinerant applicators and “how” they 
do it. had been demonstrated once 
again, just as has been the case so 
many, many times down through the 
years. 


93 








WHAT’S NEW 





Products .... Sales Aids .... Literature 


SEND FOR THESE: 


Homeowners in all parts of the 
country must reckon with the prob- 
lem of wood decay. Such decay can 
run to an amount of time, labor, in- 
convenience, and money that most 
homeowners can ill afford today. 
But they can come close to eliminat- 
ing the problem with a few simple 
and inexpensive preventive measures, 
one of the most useful of which is the 
use of wood preservatives. Recom- 
mended basic measures are explained 
in “Wood Decay in Houses.” This 21- 
page, illustrated booklet is based on 
four years’ research reported by au- 
thor, Dr. Savel B. Silverborg. He 
discusses decay’s cause and control, 
and repair of decay damage. For free 
copies of “Wood Decay in Houses,” 
write State University of New York, 
College of Forestry, Dept. AL, Syra- 
cuse 10, N. Y. 


A revised edition of Youngstown 
Kitchens advertising manual is avail- 
able for dealers. It is said to be one 
of the most complete and compre- 
hensive ever produced in the appli- 
ance industry. The new manual 
contains 130 pages of indexed illus- 
trations of mats, photos, and other 
materials available for dealer adver- 
tising purposes. It also contains 67 
suggested radio spot announcements. 
In addition, it offers suggestions for 
using advertising materials and pre- 
paring ads. Write Mullins Manufac- 
turing Corporation, Dept. AL, War- 
ren, Ohio. 


Acrow Adjustable Steel (Self-Clean- 
ing) Shores are described in a 4-page 
booklet giving detailed information 
and showing typical applications of 
Acrow’s patented, adjustable steel 
shores. The booklet points up the 
great construction economies result- 
ing from the elimination of cutting, 
wedging, and nailing that must be 
done where conventional wood shor- 
ing methods are employed. Acrow 
shores may be readily and easily ad- 
justed to any height desired, there- 
fore can be used over and over again 
on any job or different shoring ap- 
plication. For your copy of this book- 
let write Acrow, Inc., Dept. AL, 510 
N. Dearborn St., Chicago 10, Ill. 


“Enchanting Names of Western 
Pines,” a completely new edition of 
the well-known Western Pine con- 
sumer idea publication, is now avail- 
able for distribution to dealers, build- 
ers and other wood users. A 24-page 
booklet containing 60 black and white 
photographs and eight full-color pic- 
tures, it features interiors and ex- 
teriors of Western Pines. The pic- 
tures were selected for the many ideas 
in home planning and remodeling 
they illustrate. Measuring 7% x 9%”, 
the book contains sections on living 
rooms, dining areas, dens and play- 
rooms, kitchens, bedrooms, wood win- 
dows, doors and siding of Western 
Pine. It may be imprinted on front 
or back covers. Single copies of the 
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new “Enchanting Homes of Western 
Pines” may be secured by writing 
Western Pine association, Dept. AL, 
Yeon Building, Portland 4, Ore. When 
writing, ask for quantity rates. 


Answers to a host of farm drain- 
age problems are included in the new 
“Farm Drainage Handbook.” This 
comprehensive booklet supplies a 
wealth of information on farm drain- 
age equipment and materials, and 
provides helpful, easy-to-follow guid- 
ance on modern, efficient drainage in- 
stallation methods. It covers virtually 
every phase of proper drainage pro- 
cedures and practices—including the 


Federal Government’s program to 


foster farm drainage. For copy of this 
48-page booklet write The Bowerston 


Shale Company, Dept. AL, Bowerston, 


Ohio. 


“An Easy Way of Planning a Farm 
Home,” new eight-page booklet, is a 
valuable sales tool designed to create 
new business in the farm field. Devel- 
oped by H. E. Wichers, nationally- 
known farm home expert, the method 
shown in this booklet has been suc- 
cessfully tested in farm communities 
over a period of years. It solves the 
basic problem of room arrangement. 
It removes the mystery from home 
planning. From the retail lumber 
dealer’s standpoint it is a real aid in 
getting potential farm builders “over 
the hump” and on their way to actual 
building. It offers the dealer an inter- 
esting and effective way of introducing 
the subject of home building. As a 
mailing piece it is sure to command 
attention. Fully illustrated, “An Easy 
Way of Planning a Farm Home” is 
84%,” by 11” in size, attractively 
printed in two colors. It is offered free 
in quantity. Write West Coast Lum- 
bermen’s Association, Dept. AL, 1410 
S.W. Morrison St., Portland 5, Ore. 


The Duro Co., manufacturers of 
water softeners and water systems, 
has just published an illustrated, 20- 
page booklet that pictures the many 
savings available P omtoner the use of 
softened water. The book tells how to 
save on soaps . . . make clothes last 
longer ... have better food ... better 
automatic washer performance .. . 
more savings on fuels, and many 
other benefits. For copy of this inter- 
esting booklet, “I’ve awakened to the 
Wonders of Duro Soft Water!’ write 
The Duro Company, Dept. AL, Day- 
ton 1, Ohio. 


Wood Stains Now Available in 350 
Colors: The wood in tomorrow’s tables 
chairs, bookshelves, and other pieces 
of furniture may come in a galaxy of 
colors ranging from deep red to pale 
purple. This possibility arose when 
the Martin-Senour company reggntly 
announced scores of new wood stain 
colors to replace the traditional 
blondes and browns of mahogany and 
walnut. For details write Martin- 
Senour Company, Dept. AL, 2520 S. 
Quarry St., Chicago, Ill. 





















































































Farm Tarpaulin and Display © 

An Eagle Tarpaulin Display 
Package complete with Farm Tap 
is offered free to lumber dealers for 
a limited time. It consists of an age 
tual Farm Tarp in display box com 
taining a full-color illustration that 
dramatically shows the outstanding 
features of Eagle Farm Tarps. For 
complete information on this fre 
point-of-sale display tarpaulin, 
write H. Wenzel Tent & Duck Com 
pany, Dept. AL, 1035 Paul, St 
Louis 4, Mo. 


Treasure Chest of Colors 


Containing more than 150 sep 
rate color chips ranging from daw 
like pastels to deep night sh 
this handy Treasure Chest of 
is now available to help consul 
solve their interior painting } 
lems. Featuring the complete ™ 
with-oil Flatlux line of flat 
sheen finishes and covering 
colors, let-downs and _ inte 
alike, each paint color chip cam 
full tinting instructions on the 
verse side. Currently, this 
Treasure Chest of Colors 18 3 
advertised nationally in the 5aw® 
day Evening Post, Better Hom@ 
and Gardens and Country Gene 
man. Write The Patterson-Sarget 
Company, Dept. AL, 1325 E. o™ 
St., Cleveland 14, Olio. 
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speed the erection of fire-resistant non-bearing walls 


Reinforced monolithic slab construction — The Milcor Solid 
Partition is a steel-reinforced vertical slab of plaster, 2” thick. 
Milcor Metal Lath serves as plaster base — ee acs the partition 
horizontally and diagonally. 


Only 3 units needed to support the metal lath — Slotted ceiling 
runner, standard 44” cold-rolled channels and easy-to-use Milcor 
Housing Base or slotted floor runners, 


Practical advantages — (1) Quick, simple erection; (2) Saving of 
floor space; (3) One-hour fire rating; (4) Reduced sound trans- 
mission; (5) Resistance to impact; (6) Reduced dead floor load; 
(7) Unexcelled sanitation; (8) Adaptable to metal or wood trim. 


Check the branch nearest you regarding deliveries of components 
for Milcor Solid Partitions, 





*Reg. U. S. Pat. Off. 


<INLAND> STEEL PRODUCTS COMPANY 


4027 WEST BURNHAM STREET ad MILWAUKEE 1, WISCONSIN 


BALTIMORE 24, MD. — 5300 Pulaski Highway © BUFFALO 11, N. Y. — 64 Rapin St. © 
CHICAGO 9, ILL. —4301 S. Western Blvd. © CINCINNATI 25, OHIO —3240 Spring Grove Ave. 
@ CLEVELAND 14, OHIO — 1541 E. 38th St. © DETROIT 2, MICH.—690 Amsterdam Ave. © 
KANSAS CITY 8, MO. — South West Bivd. and State Line © LOS ANGELES 58, CALIF. — 4807 
E. 49th St. © NEW YORK 17, N. Y.—230 Park Ave. @ ST. LOUIS 10, MO.—4215 Clayton Ave. 
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Full Vision Window 


After more than five years of ex- 
tensive study and tests, the Cornell 
Iron Works, Inc., is now producing 
a Full Vision Window for use in 
rolling steel doors. U. S. patents 
were granted late in February, 
1952. The Full Vision Window can 
be furnished 12, 16, 20 or 24 inches 
in height and 20 inches in width. 
Two or more can be used in larger 
doors. The window is presently 
furnished with transparent aero- 
plane plastic lights, which are 
shaped and assembled to coil with 
the door. The Full Vision Window 
permits a clear unobstructed view 
of exterior or interior, admits 
light, aids in controlling truck 
movement and keeping out in- 
truders. Because of its unique con- 
struction, it preserves a solid clo- 
sure when the door is closed, keep- 
ing out drafts, weather, etc., and 
coils up overhead with the slat cur- 
tain when the door is opened. The 


‘opens and 


window can be installed in existing 
rolling doors, as well as in new con- 
struction. For literature write 


Cornell Iron Works, Inc., Dept. AL, 
36 Ave. & 13th St., Long Island 
City, N. Y. 











— 
Swing-O-Matic Gate 

A new farm and ranch gate 
closes automatically. 
Called the Swing-O-Matic “Bump- 
It” Gate, vehicle opérators simply 
bump the gate’s latch-bar at two 
to three miles per hour, releasing 
the locking device and allowing the 
gate to swing wide open and paral- 
lel with the road. A car, truck or 
tractor has ample time to drive 
through, including time for a trail- 
ing implement to clear. The gate 
then closes and locks automatically. 
No weights, pulleys, cams or elec- 
trical contacts are used. Operating 
by gravity, the Swing-O-Matic 
opens when bumped, then closes 
and locks by itself, automatically, 





even against a 30 m.p.h. wing 
Trip, snag and drag-proof, liye. 
stock cannot harm themselves, » 
trailed implements damaged in ay 
way. The automatic release an 
safety lock are tremendous ¢qp. 
veniences. Write The Internationa) 
Steel Co., Dept. AL, 529 So. 7% 
St., Minneapolis 15, Minn. 


Own-Name Paint Brushes 


One of the world’s largest pri. 
vate-brand brush manufacturer; 
offers jobbers, brush and _ pain 
manufacturers a_new coordinated 
program to build their own-nam 
brush business. A complete line of 
brushes is available, or special 
brushes will be made to buyer’ 
own specifications, stamped with 
his name or trade mark, listed in 
catalog available at no charge. Ep. 
tire operational machinery, includ. 
ing special designing of labels— 
plus dealer mat ads to run in local 
newspapers will be supplied at no 
charge. All brushes are made in 
strict compliance with regulation 
M-18, as amended — construction 
and materials unconditionally guar- 
anteed. For complete information 
on your Own-Name Brush Business 
Plan for jobbers and manufac 
turers, including samples of prod- 
uct and catalog, write Manhattan 
Brush Co., Inc., Dept. L-4, 42 West 





18th Street, New York 11. N. Y 
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NO 
GARAGE DOOR 
IS COMPLETE 
WITHOUT 
Squee-Gee 
Weatherseal 








QUEE-GE & 


Overhead Garage Door Weatherseal 
KEEPS OUT RAIN « SLEET «+ SNOW 


Vo MATTER How u® 


M® 


WRITE FOR 
DISPLAY SAMPLE 


T ‘ 
ing FLoo* 


Available for all overhead garage doors 
{old or new) in a wide variety of sizes, 
the Squee-Gee weatherseal offers a large 
selling market to you. It's inexpensive 
and anyone can apply it in five .minutes. 








UNITED PRODUCTS COMPANY 





900 N. 43rd Sv. Milwaukee 8, Wisconsin 
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Reduce Delivery Costs 
and Speed up Deliveries 


with i > 35 
ROLL-OF 
TRUCK BOD 


Two Minutes 


SINCE 198 


Load 


—" 
end 

Unload a Load 
at a time 


Two Hom 
Complete Beds Shipped KD 
Easy Assembly & Mounting 

Write, wire or phone for Catalog and Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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One of the many extra-benelit features 
built into 







CLAMP PLATE QUICKLY ENGAGES 
KEYWAY...MERELY TIGHTENING 
CLAMP PLATE SCREWS FIRMLY 
FIXES LOCK ASSEMBLY IN DOOR 
->- SAVES INSTALLATION TIME 
Shown here is another step in NATIONAL LOCKset's 
remarkably simple installation procedure. Extensively 
field proven on the job, NATIONAL LOCKset is fast 
becoming the Number 1 favorite among contractors, 
builders, architects because of important time savings. 


AMERICA’S OUTSTANDING LOCKSET VALUE 
Compare: NATIONAL LOCKset point for point with any other lockset on 


il-miilo a ¢-1 Oh (o)(- Me al-MULY-Meo} my) | -1ol(-vo Mae) (eM ce) i (To MK 3(-1-1 Mo] gels Melalo ll ol geliya-m 
Note the absence of any die-cast parts. Examine 
its exclusive engineering features. Make your 


decision after you have investigated thoroughly. 

















NATIONAL Ul 
LOCK } 
KEY LOCKS i 
KEY CONTROL LOCKS | 
VIN Uae) Role <3 iF 
PUSHBUTTON LOCKS rr 
PRIVACY LOCKS i 
KNOB LATCHES | 
ORDER FROM YOUR SUPPLIER if 
: ve 
: DISTINCTIVE HARDWARE...ALL FROM] SOURCE It 
NATIONAL LOCK COMPANY “™ | 
ROCKFORD, ILLINOIS @ MERCHANT SALES DIVISION 
reek 
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Pollman Homes by Thyer 


One of the newest models, shown 
here, incorporates the latest trend 
in fenestration, showing both the 
fixed-glass picture window, and the 
Fabro awning-type window admir- 
ably combined to make a facade 
that is both inviting and privacy- 


affording. This newest Pollman de- 
sign, factory built by Thyer, is 
available in 2 and 3-bedroom floor 
plans with and without basements, 
and is just one of a group of new 
Thyer homes that bear the unmis- 
takable new-look. Thyer homes 
have become noteworthy to both 
buyer and builder because their 
quick adaptation of new trends 
offer latest developments rarely 
found within the price field. Ac- 
cent on individuality has become 
a trademark of Thyer homes... 
offering builders the option of many 
choice features ... among them a 
selection of 4 new designs in birch 











8 out of 10 commercial and residential re- 
modeling jobs need Wal-lite Baked Finish 
Panels for the walls and ceiling of one or 
more rooms. Don’t miss that business .. . 
sell Wal-lite as part of the job. You'll find 
Wal-lite a “Star Performer” in the sales 
room and on your customers walls and 
ceilings. 


G Tested Colors 


All colors tested and preferred by our dealer’s 
customers everywhere. Select your stock from 
White, Azure Blue, California Apricot, Spring 


Green, New Ivory, Sunny Yellow, Pearl Gray, 
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Persian Red, and Ebony Black. 


4 Host Popular Patterns 


For modern decorative effects choose your stock 
of Wal-lite colors in patterns of; Smooth Surface, 
Tile Pattern, Paralel-line, and Streamline. 


Ask Your Jobber for Samples 








flush doors for the exterior, ney 
guest-closet grill, new roof Colors 
Interiors now feature birch slidin, 
flushdoors in all wardrobe closet; 
Write Thyer Manufacturing (Cop, 
pany, Dept. AL, 2857 Wayne 
Toledo, Ohio; or 418%% E. Pegg 
St., Jackson, Miss. 


io 









Plastic Glazing 


The economy of construction po- 
sible with plastic glazing has added 
new impetus to the usual seasonal 
outbreak of small greenhouses ani 
lean-tos. Where professional skil 
and considerable expense were re 
quired to put up a glass enclose 
greenhouse, ordinary carpentry 
ability enables homeowners and 
farmers to build their own with 
R-V-Lite and Vimlite. These All- 
Purpose Window Materials are eas- 
ily cut with ordinary scissors and 
nailed down with wood strips. Any- 
one can install them without having 
any special skill. A 50-foot roll of 
36” R-V-Lite is sufficient for the 
lean-to greenhouse shown. This 
building is approximately 9 wide 
5’ deep and 9’ high, with ventilat- 
ing roof sections hinged to th 
ridge pole. Two yards of 36” R- 
Lite will make the two panels of the 
standard seed frame _illustratel 
Both the transparent types of R-- 
Lite and the translucent types of 
Vimlite let in the sun’s radiatl 
heat, and by their inherent insula 
ing quality, keep the heat in. Writ 
Arvey Corporation, Dept. AL, 34 
N. Kimball Ave., Chicago 18, Ill, 


New Tool Catalog 


More than 100 new items areil 
cluded in the new 116-page, 1 
catalog just published by the Got 
blatt Tool Company. There are 2 
new hand tools for plasterers, ® 
ment finishers, bricklayers, tiles 
ters and lathers, as well as 
new books for these trades. 

25 pages of the catalog are devote! 
to tools and equipment for bu 
contractors. The new contr. 
equipment ranges from an 
plane for plastering and cement fit 
ishing contractors, to a baby él: 
dozer ideally adapted to back ® 
ing. For copy of this calatog < 
Goldblatt Tool Company, Dept. { 
1924 Walnut St., Kansas Cily 
Missouri. : 
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BUILDERS OF 
A) LOW-COST HOMES 

ARE BIG, NEW 
| OAK CUSTOMERS 


Only oak provides all the basic fundamentals 
that every home should have, regardless of price. 





Every home built today, even the lowest-cost home, 
should have all the basic fundamentals such as “health- 
fulness’; durability and economy. Cost cutting should be 
confined to finishing “frills” and size. 











One of the important basics that need not be sacrificed is Adaptability is one feature that housewives look for in a 
oak flooring, Buyers of low-cost homes can get the benefits new home and no other fleor is more adaptable to changes 
of oak as a result of the new method of laying oak over in colors and furnishings than oak. The natural beauty 
onerete.” Oak in all grades is laid on screeds set in of oak flooring “goes” with every color, that’s why 85% 
mastic right Over concrete slabs. of all homeowners prefer oak, 


* 
WRITE WATIONAL OAK FLOORING MFRS. ASS'N., STERICK BLDG., MEMPHIS 3, TENN., FOR FREE, FHA-APPROVED INSTRUCTIONS FOR LAYING OAK OVER CONCRETE. 
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SMITH NEW STREAMLINE BLIZZARD 
CONTINUOUS SPRAYER 


"Blizzard" Sprayer 


D. B. Smith & Company reports 
that its “Blizzard” copper contin- 
uous sprayer has been further 
streamlined for greater appeal and 
attractiveness. The “Blizzard” has 
a glistening solid copper tank (pint 
and quart; 39 ounces) and pump 
barrel is brightly polished brass. 


Used in homes for spraying moths, 
mosquitoes, flowers, shrubbery, 
etc., the “Blizzard” gives long serv- 
ice. Smith describes this item as 
the best continuous sprayer, being 
the most modern hand sprayer on 
the market, and says that it does 
an ideal spraying job. “If you once 
used it, you would never want any 
other hand sprayer for flowers, 
garden and around your home.” D. 
B. Smith & Company, founded in 
1888, “the originators of spray- 
ers,” has a complete line of com- 
pressed air, hand, continuous, knap- 
sack, wheelbarrow and _ barrel 
sprayers; also hand and crank dust- 
ers for use around the home, farm 





HEAVY-DUTY FORK 


LiETRU Ke, 


TAKES A BIGGER SHARE OF THE LOAD! 





















From sawmill to 
stacking yards... 
and ultimate loading 
out... the heavy-duty 
Fork LIFTRUK 
produces savings of 
from 50 to 75%. 

By skillful stacking, more 


efficient utilization of existing HEAVY DUTY 


storage space—by reducing LIFTRUK 

handling operations, with 5-72-10 

fewer hands—the Fork ton cap. ——-_ 
LIFTRUK creates a speed-up price = the 
that produces a PROFIT Silent Hoist” 


where expenses come the 
highest! 

















Fork LIFTRUK, 


“DEAD” AXLE carries the load 
Full Weight of Truck and Fork Load rides 
on the Stationary Alloy-Steel Forged 
Axle. No weight carried on Differential 
Housing or Power Axle! Differential Axle 
cradled safely in the chassis. The LIFTRUK 
Traction Axle, on which the Wheels are 
mounted, never fails. 


SILENT HOIST & CRANE CO. 





Pioneers of Heavy Duty Materials Handling Equipment 
860 63rd STREET, BROOKLYN 20, N. Y. 
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or ranch. A catalog is availab, 
Write D. B. Smith & Co., Dept, Al, 
Utica, N. Y. 





New Rapidayton Water System 
A new complete “package” wate; 
system will be known as the Raji. 
dayton “Gusher.” It is designe 
principally for small homes, by. 
galows, cottages, and filling sty. 
tions. This new shallow well sy 
tem has a reciprocating-type pum 
with automatic pressure switch, 
The standard 14 h.p. motor hag, 
thermal overload protector. Th 
horizontal galvanized tank is auto 
matically welded and has 12-gallo 
capacity. All working parts ap 
readily accessible. Suction and dis 
charge valves may easily be tm 
moved for cleaning and inspection, 
Overall dimensions are 31” width, 
30” height, 14” depth. The system 
will be introduced as a special “Na 
tional Water Systems Month” pro 
motion. Write The Dayton Pump 
& Mfg. Co., Dept. AL, 500 North 
Webster St., Dayton, Ohio. 


_ ae eae 





Cleans, Waxes, Polishes _ 
Nu-Way Wax for furniture 
woodwork or porcelain, is the 
sult of many years of experimell 
tion. It is ideal for venetian Dum 
—cleans, waxes, polish u 
one easy application. Nu-Way ‘ 
is said to restore freshness ¢ 
painted woodwork, quickly we 
rubber-heel marks from foe 
linoleum, and enhances the n 
beauty of all fine finishes. It 
available in five convenient 
Write Macklanburg Duncan 
Dept. AL, Oklahoma City 1, 0 
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BESFTHESSSRR SSCS Sayers 


YOU CAN make more deliveries...at lower cost... 
step up driver efficiency... with White Specialized 
Design—for your exact delivery needs. Always ready 
for the work at hand, Whites are tailored to your 
operating conditions yet built by most modern pro- 
duction methods and efficiency. 

Ask your White Representative how White 
Trucks cost less...do more work... last longer 
+..1M your service. 


ture, 


















ig a 
j Boe 
ie Ze oe 
ger 
; SAVES TRAFFIC TIME SAVES MANEUVERING TIME 
asy to drive in your traffic Shorter wheelbase and wider 
te Whites are engineered tread front axle gets the White 
your Operations, closer for loading and unloading. 








Buitping Propucts MERCHANDISER 





















THE WHITE MOTOR COMPANY 





Cleveland 1, Ohio 





al _/A 
— 
Recents 
NEW SAFETY FEATURES 


Better driver vision all-around 
because of new cab design, 
big windshield. 














BIG CAB SAVES STEPS 








Plenty of crew room and riding 
ease. Time-saving cab accessi- 


bility from either side. 
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Colorbestos 

Close-up view showing Colorbes- 
tos, the new exterior siding orig- 
inated by Johns-Manville. This is 
the first large size asbestos-cement 
sheet for exteriors to have both 
color and pattern as an integral 
part of the material. These large 
size sheets provide weather protec- 
tion, fire protection, color and pat- 
tern all in one material so walls 
can be finished in a hurry. In addi- 
tion to its use on walls, Colorbestos 
can be effectively used on the soffits 
of overhangs as this picture il- 
lustrates. The dimensions of the 
Colorbestos sheets are 32 in. by 96 
in. by approximately 3/16 in. The 
random-ribbed pattern is bold with 
a look that is all its own; the pat- 
tern does not imitate anything. The 
colors have strength and depth and 
there are seven from which to 
choose. The size of the Colorbestos 





sheets is designed for economy and 
easy handling. Applied vertically, 
the 32 in. width covers two stud 
spaces. Each sheet has prepunched 
nail holes arranged down the long 
sides and the center. Thus, the 
nails are driven directly into the 
studs regardless of the type of 
sheathing used. A sheet can be 
applied in about 10 minutes. Write 
Johns-Manville, Dept. AL, 22 East 
40th St., New York 16, N. Y. 





"Taylor-Made" Garage Doers 


“Taylor-Made” garage doors have 
entered the building material mar- 
ket on a national scale, according 
to an announcement by Thomas K. 
Connellan, sales manager of R. L. 
Taylor National Sales Inc.. The 
new “Taylor-Made” galvannealed 
steel garage door has been field 
tested in several major markets in 
the past years, and a merchandis- 
ing program through lumber deal- 
ers is now being developed to make 


the doors available to all section 
of the country. While 8 x 7, 9x7 
and 16 x 7 doors are manufacty 

on a production line basis, the egy 
pany also manufactures speciahaly 
doors to specifications in slidin 
track and jack-knife types, 
Connellan started in the metal g 
age door business with Carl Str 
who organized the Strand Bui 
Products Company to manufaeiy 
the Strand garage door. Later 
was manager of the Strand Garap 
Door Division of the Detroit Steg 
Products Co. Desirable territorig 
are still open. Jobber inquiries x 








invited. Write R. L.» Taylor, 
tional Sales Inc., Dept. AL, 1 
Evergreen, Detroit 28, Mich, ~ 


y 


100 Woodworking Projects — 
The editors of Popular Mecha 
ics Magazine have selected 
they believe to be the best 100 woot 
working projects, and have assem 
bled them into one handy volu 
There are projects of every d 
tion from a modern desk to bo 
ends. In most cases only basic 
are needed. Each project in’ 
book has easy-to-follow s 
step directions accompanied 
photographs, drawings and 
grams. The price is $2.00. W 
Popular Mechanics Press, Dept 
AL, 200 E. Ontario St., Chicago 
11, Ill. ¢ 










SCHOOLS 


ONLY PULLMAN 


SASH BALANCES 
GIVE YOU ALL THESE FEATURES 





1. PERFECT BALANCE. .. window weight absolutely 


balanced. 


2. EFFORTLESS ACTION ... no weight to lift... 


windows raise easily. 


3. LOW COST, EASY INSTALLATION .. . use 
regular pre-fabricated windows . . 
on-the-job carpentry work. 


4, LIFETIME GUARANTEE ... 
guaranteed against imperfect 
workmanship or materials for 
the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 





HOSPITALS * INDUSTRIAL * COMMERCIAL 
RESIDENTIAL * CONSTRUCTION ... 


Get the MOST for 
Your Building $$’s 


Lamy 


ALP #1 Custom 
ALP #2 DeLuxe 
ALP #3 Special 





. @ minimum of 





LITEWAY 


Box 798 


UU Alf 


Sectional 


Aluminum 





*ALP #1 and #2 adjustable in height. 3”, 344” 
or 4” adapter furnished to fit lantern collar. 


ALL COPPER 


LANTERNS 





Overall 
Heighe Square 
No. S-1 The Newport 24” 313” 
No. S-2 The Mayfair 20” 1044” 
No. S-3 The Hampshire 17” 9” 
Lanterns finished in Satin Black. 
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Diameter Diameter 
Overall Base Top 
Length Section Section 
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MFG. CORP. 


MIDDLETOWN, CONN. 












Burpy 





RED STRIPE* BRUSHES 


look better . .. sell better . ... are better! 


v 


NWRAP a Red Stripe brush . .. look at it... heft it. . . flex 
**Made by the the bristles . . . you can actually see and feel the quality con- 
manufacturers of struction, the superior working features, the sales appeal of this 
PITTSBURGH'S brush! For painters, Pittsburgh has combined hogs’ bristle with sci- 
famous Gold Stripe entific Neoceta bristle. . . the bristle designed specifically for painting. 
BRUSHES For your non-professional customers, there’s the Red Stripe all- 
Neoceta brush that you can sell without priorities. Together, you 
have a team of brushes that look better ... are better... and 
sell better! 

FOR THE ADDRESS of the Pittsburgh branch nearest you, write: 
PITTSBURGH PLATE GLASS COMPANY, Brush Div., Dept. D-3, 

3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Rad Sta 


BRUSHES + PAINTS + GLASS + CHEMICALS «+ PLASTICS 
Par te OwaGH ._ PTATE GLASS COMPANY 


Burtpinc Propucts MERCHANDISER 
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Opens Freight Car Doors 


The Penco E-Z Way Car Door 
Opener, designed to quickly, easily 
and safely open and close “balky” 
freight car doors, is a mechanical 
device made of high-strength alloy 
steel with a built-in “lift and hold- 
ing cam.” This device smoothly 
and powerfully exerts a 4,000 
pound direct and constant pressure 
by a “Jack Action” stroke in the 
direct line with the opening and 
closing channel of all types of 
freight box-car doors. The pres- 
sure is smooth and will not jerk 
door off runners. Weighing but 
34 pounds, the Penco Car Door 
Opener can be transported and ap- 
plied by one man with efficient and 
effective ease in a matter of sec- 
onds. Its features eliminate acci- 
dents, loss of labor time, freight car 
and merchandise damages and meets 
all Safety Appliance’ Laws and ICC 


Rules of Safety. Can be used at 
any height of the car door open- 
ing, off the ground or off the dock. 
The “lift and holding cam” does 
the job without chains. Two small 
chains are provided to suspend the 
device for one-man _ operation. 
There are no parts to drag around 
or wear out. For literature write 
Penco Engineering Co., Dept. AL, 
25 California St., San Francisco 
11, Calif. 








New 8!/," Bev-All Tile 


Now available from A-1 Plastic 
Molders, Inc., is the 814” x 81” 
Bev-All plastic wall tile. This is in 
addition to the regular 444” x 414” 
Bev-All Standard tile. According 
to the manufacturer, this new plas- 
tic wall tile has all the same fine 
qualities as the regular tile, plus 
the advantage of the larger size for 
those who prefer large plastic wall 
tile, particularly for ceilings and 
commercial installations, rather 


-Dept. AL, 1415-21 Diversey Par 
way, Chicago 14, Ill. Ea 






than the regular 44%4” x 414” tip. 


Write A-1 Plastic Molders, 


Twist-Nail 


Ever since the advent of nome 


lumber sheathing, contractors 
applicators have been faced wy 
the problem of how to fasten ag 
bestos siding—easily, securely ay 
inexpensively —to such sheathin 


As a solution to this problem T : 


Ruberoid Co. has introduced ay 
product, called a Twist Nail. ¥ 
of a special alloy and having nee 
point heads, these nails are driy 










in the usual manner, through ¢ ] 


face nail holes in the siding ay 
sheathing, protruding to about 4 


inch on the inside. There they ai 


given a couple of twists with th 
Ruberoid “Twister” —a patente 


tool that looks like a slotted screw 


driver. The result is a figure “4” 
clinch, with the crossbar of the “4” 
solidly pressed against the sheath- 
ing. The clinching operation does 
not increase costs, because the 
twist nails are supplied in place of 
regular face nails and are included 
in the cost of the asbestos siding, 
Twist nails are, of course, suitable 
only for new construction, where 
the clinching can be done before 
the inside walls are installed. Write 
The Ruberoid Co., Dept. AL, 500 
Fifth Ave., New York 18, N. Y. 





Wet- Cre Steel Bridging 


CUTS INSTALLATION 





Only 





Moves to Install 


Lift out of carton 


Costs 


5 Quick 






I. 
2. Open it like a scissor 
. 

4. Squeeze to set 

5. Nail in place 









ers—builds sales for you. 


Spread between the joist 


Speedy installation saves labor for build- 


For over 23 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 















Standard Sizes 














#101 = =#102 #122 





Centers 






16” 








a ee. 





























a ssbeestece 2x 8 3x0 3x6 2x 8 3x1I0 H 
ax cnae> eile 3x 8 2xi2 2x8 3x 8 2x12 ing rules. 
2x10 3xi2 3x8 2x10 3xI2 








LIST PRICE $16.00 
*Copyright — 





Met-Cro Specialties Company, Inc. 


87-31 78th Street — Woodhaven 2], 





Special Sizes on Order—Shipping Wt. Approx. 
50 Ibs. per box of 100 












per 100, F.0.B. Factory 
Pat. No. 2,455,904 





ee Sey ec. 


machine work unexcelled. 


Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING C0. 


BISMARCK, he) 
MISSOURI ey) 
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6 & Bumping PRopucts MERCHANDISER 


SALES APPEAL 


DEALER AIDS 


ALWAYS 
AVAILABLE 





NATIONALLY 
ADVERTISED 


ECONOMICAL 
TO HANDLE 


POPULAR 


| GATE CITY SASH & DOOR CO., P.O. Box 901, Fort Lauderdale, Fla. 


| Gentiemen: Please send me complete information AL-5 
: On Dealer offer for GATE CITY Awning Windows. 





DEALERS 


Everywhere 


SAY 


Gate City - 


WOOD 
AWNING 
TS 


are Easier 
to Sell and 
More 

Tachihicle lic 
to Handle! 







A sample demonstrator on your 
floor is attractive to customers 
.. practically sells itself! 


Advertising literature, sales 
promotion material, radio and 
newspaper ad-mat service -- 
plus monthly direct mailings to 
local architects and builders-- 
stimulates demand. 


Wood is plentiful and 40-year-old 
GATE CITY experience and 
production facilities are geared 
for prompt delivery. 


Attractive advertisements ap- 
pearing regularly in many Trade 
Journal and Consumer publica- 
tions create a demand. Local 
inquiries are referred to dealers. 


The completely assembled 
(packaged) GATE CITY Awning 
Window means one delivery to 
the job--less storage space 
required. 75% of requirements 
is filled with only 3 out of 60 
stock sizes. 


No other window harmonizes so 
perfectly with modern architec- 
tural functional design for all 
types and every style of building. 


GATE CITY SASH & DOOR CO. 


“Wood Window Craftsmen Since 1910” 
P.O. Box 901, Fort Lauderdale, Florida 


r= MAIL THIS COUPON TODAY AND GET FULL PARTICULARS 


we eee ee 5 





Patented 
U.S.A.—2565122 
Canada—478095 
Other Patents Pending 


WEATHER - BLOC 


THE ORIGINAL 
“\ SINGLE UNIT 
“¥{ VENTILATOR 


for GLASS BLOCK 
PANELS 






Vi e 4 "||| A PROVEN 
[ASE Fae | |) Peopuer 


| || | THOUSANDS 
Wii), IN SERVICE 
































Ho Sacrifice of Beauty on Privacy 
e CONTROLLED VENTILATION e STAINLESS STEEL BODY 
IN ALL STANDARD 
3 WEATHER-BLOC Models GLASS BLOCK SIZES 
STANDARD—with glass louvers outside and inside. 
UTILITY—stainless steel louvers outside, glass louvers inside. 
ECONOMY — with stainless steel louvers outside and inside, 
6 and 8 inch sizes only. 
WEATHER-BLOC is engineered for: HOMES—kitchens, 
bathrooms, stairwalls, fruit cellars; STORES—show window 
fronts, side windows, store rooms; OFFICES—for ventilat- 
ing inside as well as outside walls or panels, 
WEATHER-BLOC on the outside presents a series of hori- 
zontal louvers which blend with glass block. The two louvers 
on the inside can be closed or opened to any desired degree 
with the flip of a finger, thus controlling the flow of air either 
upward or downward to any desired degree. Aluminum 
screen inside. 
In old or newly completed glass block panels where ventila- 
tion is desired, just break out a single glase block and replace 
with WEATHER-BLOC. 
Purchase through your Glass Block Dealer or Jobber 
NATIONALLY DISTRIBUTED BY WINCO DISTRIBUTION & MFG. CO., INC. 
533 Bittner Street St. Louis 15, Missouri 





| Mame 
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State 
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A Product of 


W EATHER-BLO AIR RECTIFIERS, Inc. 


3734-AL North Southport Avenue, Chicago 13, Illinois 
Please send complete information and prices (] Wholesaler (1) Dealer (Builder 


Name. 
Address 
City. Zone. State 
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RY HASSALL 
annular 
threads have 


GREATER HOLDING POWER! 


tt 
M4 4 


x 





























Proven in in- 
dustries like 
shoe making, as- 
bestos siding, 
underlay flooring for 
Y linoleum, pallet manu- 
facturing, boat building, 

etc. The stronger grip of 
annular threads should solve 
many a wood fastening 
problem, maybe yours! 
Write for samples. 


JOHN HASSALL INC. 
i letttell| 154 CLAY STREET, 


BROOKLYN 22, N. Y. 


om 
ade 


ESTABLISHED 1850 












( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
ATPL SLU UBL ATG it WORKS BETTER. 
rT « 


Pn, 
neste he 
yf *, 











Most dealers re 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or c ip off. Durham’s Rock-Ha 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it point or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
play. Available in 25, 50, 100-lb. drums for 
ustrial users. Order from your jobber. 












The PLASTIC Repair Material 


in POWDER Form 
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Colored Caulking Compounds 


Calbar Paint and Varnish Com- 
pany is now marketing its caulking 
compounds in a total of 26 perma- 
nent colors. From hundreds of sam- 
ples of materials gathered from 
many manufacturers, 26 colors 
were selected as standard to match 
or harmonize with shingles, roofing 
and siding. Asbestos siding con- 
tractors, particularly, are finding 
the colored caulking compounds 
time-saving and convenient for use 
with the multitude of different 
shades of asbestos siding available 
today. Included in the color range 
are several shades of greys, browns, 
reds, tans, blues, greens, as well as 
ivory and buff. Rounding out the 
26 colors are natural, brilliant 
white, black, and aluminum. The 
latter is especially designed for 
aluminum sashes, doors and storm 
windows. Write Calbar Paint and 
Varnish Company, Dept. AL, 
2612-26 N. Martha St., Philadel- 
phia 25, Pa. 





New Model Conveyor 


The Con-Vay-It Special 12-30 is 
mounted on both the International 
Farmall Cub and Super A. Spe- 
cially designed for use by contract- 
ors, it is the result of years of 
experience in building conveyors to 
fit their many and varied require- 
ments. This conveyor is being used 
successfully to handle wet concrete, 
mortar, bricks, concrete blocks, 
lumber, tile, pipe, shingles, sand, 
gravel, dirt, coal, rubble, cinders, 
kegs, bagged material, such as 
feed, fertilizer, cement sacks, also 
rolls of ‘building paper and most 
types of free flowing materials. 
“When cleats are used the belt can- 
not be cleaned and the grout ad- 


. heres and sets up on the cleats and 


the belt. Hence we do not use 
cleats. If spool or troughing roll- 
ers are used it makes a belt sag 
between the rollers and the con- 
crete is broken apart and segre- 
gated at the high point of the 
roller or spool. With our method 
of construction friction ig reduced 
to a minimum and segregation is 
prevented. When steel scrapers are 
used it results in excessive wear 
on the belt and the lacing. We 
therefore use rubber, wood or plas- 
tic scrapers to reduce this wear.” 
Write American Conveyor Com- 
pany, Dept, AL, 1115 W. Adams 
St., Chicago 7, Il. 


Thriftwood 


A new, low-priced, light density 
¥4-inch hardboard panel, callej 
Thriftwood, is designed especially 
for general interior use such y 
wallboard, underlayment, built-in 
and cabinet work. The new hari. 
board is an all-wood panel made of 
Douglas fir fibers which are nr 
fined, treated and welded togethe 
under heat and pressure. It ha 
the stiffness and strength nece 
sary for interior wall constructin 
and industrial and fabrication pur 
poses and is easily sawed, nailed, 
planed, glued the same as wool. 
Other advantages of the board ar 
finishing, hard-wearing surface ani 
ease of application. Standard pane¢ 
sizes of 4’x4’, 4’x6’ and 4’x8’ ar 
available. For literature on Thrift- 
wood write Forest Fiber Products 
Company, Dept. AL, 316-22 Pacific 
Building, Portland 4, Ore. 


Spring Red Book Available 


It’s just off the press—the May 
1952 Edition of the authoritative 
Red Book. Thousands of important 
credit rating and business changes 
are reflected in this 141st issue of 
the Reference Book of the Lumber 
men’s National Red Book Servic. 
Its listings include a__finaneidl 
strength and a manner of paymelt 
rating and also give complete bus: 
ness classification. An outstandits 
feature is the important Twices 
Week Supplemental Sheets, whid 
keep the Red Book continually uP 
to-date. These sheets advise of a 
credit rating and business changes 
Currently, items published in the 
sheets average more than 3,000 # 
month—reflecting the continual 1 
adjustment of activity within the 
industry. For those seeking ne 
suppliers, the supplemented Refer 
ence Book lists names of new sa¥ 
mills, lumber manufacturers, 
manufacturers of wood products 
The producers of those products, ! 
turn, look forward to publication? 
the names of new buyers that at 
seeking mill connections. Other 
Book Service subscribers 1 
concerns selling various products 
retail yards, as well as m 
and equipment manufacturers sel 


_ ing to mills and manufacturers 


the industry. Write Lumberm 
Credit Association, Inc., Dept. 5 
608 S. Dearborn St.,. Chicago 
Ill. The eastern office is located 
99 Wall St., New York 5, N. ¥ 
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Sold through 
Recognized Trade 
Channels Only 






WISCONSIN KNIGHT flush doors are 

fully guaranteed for quality in materials 

and workmanship. WISCONSIN KNIGHT protects your investment, 
and satisfies your customers. 













WISCONSIN KNIGHT flush doors, with Birch and Gum veneer 
faces, are available in a complete and varied line, designed to 
sell fast. Priced for the most competitive market, WISCONSIN 
KNIGHT doors are made in exterior and interior models, with or 
without lights, and with hollow, half-solid and full-solid cores. 







If you sell another brand flush door, or if you are 
considering the addition of flush doors to your line, 
be certain you investigate the opportunity offered 
you by WISCONSIN KNIGHT—the favorite of thou- 
sands of architects, retailers and home owners. 
It will cost you nothing to inquire—and it may save 
you many dollars and many headaches. 








> 




















DISTRIBUTORS—Ask us about handling WISCON- 
SIN KNIGHT doors! 


RETAILERS—Ask for the name of your nearest 
tributor! 











WISCONSIN DOOR CO. 


TExas 


10101 Lyndon 4-8008 


Detroit 21, 


Buin Propucts MERCHANDISER 





Made in Detroit 
— World Center 
of Precision Pro- 





Some dealers say it’s the q 
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SAWHORSE BRACKETS 

Ok V0 vals 


Set Up or Knocked Down 
in a Jiffy 


Use 2 x 4’s for legs, and a 2x4, 2x6, 2x8, 
2x 10, or 2 x 12 for the crossbar. 


Easy to Sell when you show 
it in use : 
We furnish advertising materials, including 
display sign and instructions for setting up 


this convincing demonstrator sawhorse. Set up 
one in your store and you will get quick results. 





Packed 12 Sets 
to a Carton 


—each set in an individual 
package which may be used 
as a colorful counter display. 


Malionally Udvoultsed ORDER FROM YOUR 


JOBBER, OR DIRECT IF HE CANNOT SUPPLY YOU 


GRAND HAVEN STAMPED PRODUCTS CO Grand Haven, Michigan 















a BI Goodric h 


4 Flooring Division 





New Goodrich Display Unit 


A new and improved Floor Dis- 
play Unit has recently been an- 
nounced by the B. F. Goodrich 
Flooring Division. This attractive 
and versatile merchandising aid 
can be used in a number of differ- 
ent ways. It can be used to display 
all three of the company’s tile prod- 
ucts interchangeably. It can dis- 
play them in floor designs, or a 
Color Insert Panel can be inserted 
in place of the design to display 
the full color line of a product in 
specially labeled 4” x 4” samples. 
A permanently attached display of 
the company’s cove base line is also 
available on this unit. No cement 
is necessary to hold tile in place 
and the complete display can be 
changed in a matter of seconds. 
Display Unit is designed for use 
on showroom floors, in show win- 
dows and for use in dealer exhibi- 
tions at local home furnishings 
shows. Write B. F. Goodrich Co., 
Flooring Division, Dept. L-5, Wat- 
ertown 72, Mass. 





Down Discharge Coolers 

Five new “Down Discharge” 
evaporative air coolers have been 
added to Essick’s 1952 line. Rang- 
ing from 3700 CFM to 6600 CFM 
capacity, the coolers are constructed 
in such a manner that the cool air 
discharges through the bottom of 
the coolers, permitting a more sim- 
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ple installation on roofs. The new 
coolers may be installed without 
exterior ductwork, which is some- 
times unsightly, thereby eliminat- 
ing at least one elbow and one joint 
of duct in all installations. The new 
down discharge units incorporate 
the same Essick patented features 
as in their conventional models, in- 
cluding “No-Clog Sta-Fresh’’ filters, 
“Grip-Lock” filter holders, “Free- 
Flo” externally adjusting water 
troughs, “Uni-Weld” construction, 
and several other well-known fea-~ 
tures. Write Essick Manufactiring 
Company, Dept. AL, 1950 Santa Fe 
Ave., Los Angeles 21, Calif. 
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U-Do-lt Termite Control 


A termite-control product used 
by professional exterminators is 
now available in package form for 
consumer use, enabling contractors 
to termite-proof new homes as they 
are built. The new product, called 
Arab U-Do-It Termite Control, is 
being marketed nationally through 
lumber dealers. U-Do-It, which is 
designed for the soil-treatment 
method, is sold in a highly concen- 
trated liquid form. Mixed with 
plain tap water, one gallon of 
U-Do-It concentrate makes 100 gal- 
lons of termite killer. When ap- 
plied to the soil as directed on the 
label, it will prevent infestation by 
subterranean termites for many 
years. Unlike most so-called ter- 
mite killers, U-Do-It is actually 
beneficial to grass, trees, shrubs, 
and plants. Write Federal Chem- 
ical Company, Inc., Dept. AL, In- 
dianapolis, Ind. 





"All-Purpose" Locks 


Exceptionally rugged semi-heavy 
duty locks, the new “Challenger 
800” series latchsets and locksets 
are said to be perfect for installa- 
tion where light-duty locks will not 
give required service, yet heavy- 
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duty locks will be excessive , 
needs. Many builders have 

that use of “Challenger 800” gem, 
keeps costs down by fulfilling % 
quirements that heretofore coyy 
met only with installation of 
pensive heavy-duty locks. Ip % 
the manufacturers report, th 
functional latchsets and la 
that comprise the “Challenger 
series have been found to fij] 
a variety of building needs 
they are considered the long gs 
“all-purpose locks.” Special 
struction features are a heavy, ig. 
rusting aluminum housing, § 
gauge steel-ribbed release ca 


gauge heavy steel sleeve spin 
and 12-gauge heavy steel retrag 


. 
tA 
‘ 


Write Hollymade Hardware 
Co., Dept. AL, 4865 Expos 
Blvd., Los Angeles 16, Calif. ~ 





New Folder on Durall Screes 
There’s nothing left undoné) 
this presentation ... the consul 
is told everything he should kip 
about Durall Aluminum Ten# 
Screens. The cover is in colon 
‘the first page, the Good Housene 
ing Seal accompanies points of 
terials and design. This is im 
diately followed by a series OF 
lustrations which cleverly prom 
the idea of saving time, space, ¥ 
and money. Packaging of the Dm 
uct is boldly reproduced paM 
graphically in color .. . each D 
screen is packaged in an individ 
compact container handy for! 
age. Applications of the screem 
shown in photographs of 
apartment houses, homes, 8 
hospitals. Several pages tell he 
install and measure the seme 
and provide excellent constri 
details. Durall screens are? 
for double-hung and casement 
dows, also for panel window 
tems. They are guaranteed 
rust or stain, Hardware 1s ™ 
aluminum and lifetime 8@ 
steel. Write The New York: 
Cloth Co., Dept. AL, 63 Par 
New Canaan, Conn. - 
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Geo. J.Silhernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Télephone RAndolph 6-0540 
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from 1 the WESTERN 
PINE 
REGION 


A distinctive straight-grained wood with a 

strength, toughness of fiber and rigidity 
which make it ideal for structural and framing 
members of farm, home and industrial buildings. 
Excellent workability, fine texture and ability to 
take and hold all types of paints and stains 
recommend it for interior woodwork too. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
book about Larch. 
Address: 
Western Pine Association, 
Yeon Building, 

’ Portland 4, Oregon. 
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surfaces with one application. The 
paint may be applied both above 
and below grade, exterior and in- 
terior. It is especially effective in 
resisting normal hydrostatic condi- 
tions on interior below grade walls. 
Due to its penetrating oil base and 
adhesive qualities, Bloc-Seal may 
be applied to either dry or damp 
surfaces, and is said to permanent- 
ly cover rust stains and discolora- 
tions. Bloc-Seal seals even the 
roughest textured surfaces to give 
an attractive, smooth appearance to 
finished walls. It is reportedly re- 
sistant to lime, alkali, salt, mold 
and fungus. Can be applied direct 
from the can. No sizing operations 
are necessary. Available in six col- 





Gives One Coat Coverage 


Samples of a one-coat oil base 
masonry paint called Bloc-Seal are 
being offered by the manufacturer 
to validate its claim that it is pos- 
sible to seal and beautify masonry 



















Here’s the sign of fine Redwood... } 


CRA | 


The CRA grade mark is your guarantee of 
Redwood that will always perform as only Red- 
wood can perform. 





It tells your customers they're getting Redwood 
that’s uniformly graded, precisely milled, and 
carefully dried and seasoned. 


Why take chances? Always feature CRA grade- 
marked, trade-marked, Certified Dry Redwood 
—the Redwood you can be sure of —the Red- 
wood processed by the member firms of the... 


CALIFORNIA REDWOOD ASSOCIATION 


WARM SPRINGS REDWOOD CO. 
HAMMOND LUMBER CO. 
NORTHERN REDWOOD LUMBER CO. 
COASTAL PLYWOOD & TIMBER CO. 
THE PACIFIC LUMBER CO. 
ROCKPORT REDWOOD CO. 
SIMPSON LOGGING CO. 

UNION LUMBER CO. 

WILLITS REDWOOD PRODUCTS CO. 
ARCATA REDWOOD CO. 

HOLMES EUREKA LUMBER CO. 


AYR W! 


Wiss 
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ors and white. Write the Surface 
Protection Company, Inc., 

AL, 16819 Euclid Ave., Clevelanj 
12, Ohio. 





Double Couksinallins CircLine 


This attractive two-tube fluore. 
cent lighting fixture is “designe 
for the home beautiful.” The fx. 
ture gives soft, glareless illumina 


tion for bathrooms, bedrooms, 
kitchens, halls—for any room in 
the home. It is furnished with or- 
namental crystal. The unit js 
stamped out of twenty gauge sted), 
has one 12-inch 32 watt circline 
tube and one 8-inch 22 watt circline 
tube. It is completely wired ready 
for line connections with approved 
ballasts, lamp sockets and starters. 
The series CL-3222 reflector has a 
hard baked Grea-No durable, chi 
proof white enamel surface. 
series CL-3322 reflector is triple 
plated chrome on a nickel and cop 
per base. Mounting is flush. Al 
fixtures are individually boxed in 
reshippable containers. Write Great 
Northern Mfg. Corp., Dept. Al, 
4217-19 Harrison St., Chicago 24, 
Ill. 





Rebuoed Seiving Cart 


Aristo-Bilt Redwood outdoor fur 
niture comprises a complete line in 
a complete price range for ro 
terrace, porch, sunroom or 
room.* Each piece is made if 
finest ‘selected 2” California 
wood stock’ finished with q 
Chinawood oil to enhance the 
ural beauty and provide | 
protection of the redwood. - Show 
here is a unique serving cart 
the Aristo-Bilt line. It has 
convenient 7” front wheels and t¥ 
6” leaves which make it 4 
purpose table. Delivery may 
had from your choice of eastern # 
western shipping points. Write 
Salmanson & Co., Inc., Der S 
1107 Broadway, New York, N 
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Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 





Mixed cars 


cone gs. CYPRESS 

beard casing, END-MATCHED 

sheathing, PINE, OAK, MAPLE and GUM 
boards. dimes: FLOORING 





fons 


Miter, paces canantan” CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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Many sales opportunities 
eee weit RED-I-POST 
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A-8, A-I| A-6 OUTDOOR A-I,A-1 SPECIAL, A-7,A-9,A-10 
MAIL BOX LANTERN —* hen a. CLOTHES 
POST POST Ack Peat POST 


Complete line of posts. Each Red-I-Post packed individually 
in cartons for easy handling by you and your customer. gore 
space in warehouse. Made in staridard sizes. 


For prompt information and prices, write 


THE SAWHILL MANUFACT URING CO., SHARON, PA. 


Name 





Firm 


Address 

















KEEP FLOORS LEVEL AND SAFE 
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Re-Usable Drop Cloth 


A new, all-purpose, waterproof 
utility blanket has been developed 
by Ruby Products Company. Made 
of heavyweight, waterproof creped 
kraft paper, this blanket measur- 
ing 6 feet by 9 feet has hundreds 
of uses. Primarily a re-usable drop 
cloth for painters, 
sional and amateur, this tough 
sheet is also ideal as a beach blan- 
ket, a cover for furniture both in- 
doors and out, a wrap for the stor- 
age of furniture and rugs, an 
outdoor cover for children’s toys, 


play tent for children, and many 


other uses. The sleeve wrapper 
which packages this new product, 
illustrates by means of a series of 
pictures some of the product’s many 
uses. Write Ruby Products Com- 
pany, Dept. AL, 430 N. Water St., 
Milwaukee, Wis. 


Simplified Ladder Hoist 


The new-type R & G ladder hoist 
is a simple fixture for converting 
a standard ladder to a sturdy hoist 
in a matter of minutes for the 
general use of roofers, masons, car- 
penters and contractors. The 42- 
inch wide ring frame of the hoist 
holds hoist away from eaves or 
walls of the building permitting 
the raising of all types and sizes 
‘of material to a level four feet 
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both profes- . 


above the building walls. A clear, 
unobstructed area at top of hoist 
permits transfer of bulky, cumber- 
some material from the hoist to 
the building with ease. By simply 
sliding the frame over the ladder 
rails and clamping with four hook 
bolts and wing nuts to the ladder 
rungs, one man can readily con- 
vert a standard ladder to a con- 
venient and safe building hoist. 
The light but sturdy hoist con- 
struction makes the erection of 
the ladder a simple task. The hoist 
may be adjusted to any building 
level before erection. Write Rei- 
mann and Georger, Dept. AL, 69 
No. Division St., Buffalo 3, N. Y. 








i 
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New Packaged Heating Plant 


A new packaged, automatic-heat- 
ing plant is especially designed for 
today’s low-priced small homes, Just 
22” square, the unit is designed to 
bring fully automatic gas or oil 
heat within the necessary limits of 
cost and space for the builder of 
small basementless homes. In spite 
of its restricted size, the furnace 
will heat, humidify, filter, and 
circulate warm air to every room. 
Available in either up flow or down 
flow models, this new Series 22 
furnace is suited to either the con- 
ventional convectional system or 
the perimeter type system, as well 
as various adaptations of radiant 
or circulating methods employing 
crawl space plenums or ducted slab 
floor construction. An oil burner, 
or gas burner for natural, artificial 
or LP gas, is interchangeable in 
this new unit. With its rated bonnet 
capacity of 80,000 BTU with 
.75 GPH oil input, and 65,000 
BTU with 82,000 BTU gas input, 
the new furnace has sufficient ca- 
pacity for quite a wide range of 
houses in the small home category. 
Write The Majestic Company, Inc., 
Dept. AL, 303-C Erie St., Hunting- 
ton, Ind. 























Ready-Pasted Wallpapers 


Crisp floral designs that 
spell spring all year round ate 
highlighted in the new Trin 
ready-pasted wallpapers being j, 
troduced now. The designs, runpj 
the gamut from tiny proving 
clusters to striking contem 
sprays include both brand new Dat. 
terns and new colorings of some y 
last season’s favorites. For exp, 
ple, “Nantucket,” a quaint proyjy. 
cial design reminiscent of old cali 
prints is one of the more charminy 
in the collection. Its nosegays 
miniature roses loosely gathers 
together and tiny scattered byj 
are set on a corduroy bac 
that gives a pleasant textural lo} 
to the pattern. It is available wij 
either red flowers on white, or y¢. 
low flowers on gray. All patter 
in the well-known hang-it-yourse 
paper will be sold in Trimz stay. 
ard double roll boxes packaged fy 
cleanliness. Matching borders fr 
each pattern are available in sq 
arate packages. Write United Wal. 
paper, Inc., Dept. AL, Merchandiy 
Mart, Chicago 54, IIl. 





Auto-Lok Wood Awning 
Window 


The new Auto-Lok Wood Aw 
ing Window is said to give the 
erage builder the luxury featur 
at a price competitive with ordinal 
windows. Ludman has begun mé 
keting the window on a natiow 
scale with a promotion progt 
that calls for the demonstration ¢ 
the product on the floor of ev! 
available lumber dealer. The 
sample for the dealers has 
constructed to show the ef 
operating hardware that makes th 
Wood Auto-Lok Awning Window * 
easy to operate. It enables 
builder and customer alike to # 
the widely heralded Te 
Seal’, and demonstrates the Al 
matic locking device. The 
also shows how easy it is to cles 
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the outside of the window from 
the inside; the 100% ventilation 
offered even when it’s raining; and 
the ease with which aluminum 
screens and storm sash can be re- 
moved from the inside without 
tools, just by “flipping the clips”. 
The Wood Auto-Lok Awning Win- 
dow is being offered in a variety 
of sizes. Write Ludman Corpora- 
tion, Dept. AL, P. O. Box 4541, 


Miami, Fla. 
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New Amerock Demonstrator 


Amerock’s new No. 1630 Demon- 
strator of Colonial Cabinet Hard- 
ware now offers on one compact 
display, authentic Colonial “Heart” 
pattern in Antique Copper, Swedish 
Iron, and Colonial Black finishes. 
One-half of the Demonstrator is in 
natural birch finish and the other 
half in a pastel blue enamel which 
shows customer how the hardware 
looks on both natural and enamel 
finishes. Two operating model 
doors—one flush, and one overlap- 
ping—show actual application and 
easy operation of catches and 
hinges, Inside of flush door is in 
white enamel, and inside of lip door 
is in maple finish, so customers can 
see how hardware looks on these 
two finishes as well. The three fin- 
ishes of hardware shown on this 
new Demonstrator will be helpful 
to everybody concerned with the 
rapid trend toward “Living Room” 
kitchens in maple, birch, knotty 
pine, greens, blues and other pastel 
colors. Write American Cabinet 
Hardware Corp., Dept. AL-47, 
Rockford, Ill. 


"Dean Woodwall" 


_ “Dean Woodwall,” a wall panel- 
Ing product which is pre-cut for 
ome and commercial use in Wood- 
wall construction, will be distrib- 
uted through lumber and building 
supply dealers. For information 
write General Manufacturing Com- 
vay Dept. AL, Virginia Beach, 
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FASIEST T0 SELL 
ALL YEAR ‘ROUND 
...always profitable! — 








SISALKRAFT: the BEST BUY in pro- 
tective paper is the BEST SELLER! Immediate de- 


liveries suggest it’s a good time right now to stock 
up for the demand tomorrow. 


You can tie in the sale of SISALKRAFT with 
many other materials, for protection on the job. 
For instance, with every sale of cement, suggest 
SISALKRAFT for curing and protection. Lumber, 
aggregates, etc., also need this protection on the job. 


For every farmer who comes into your yard, 
SISALKRAFT has many uses. Talk up ALL the 
applications. Display rolls of SISALKRAFT. You'll 
sell more. 


Stock it in widths of 36”, 48”, 60” 
72", 84”, 96” . . . all popular. 


SISALATION: The modern low-cost re- 


flective insulation and vapor-barrier combined. 
Stock it now in 36” and 48” widths. 


NATIONALLY ADVERTISED to help create sales for you. 


FOR FREE SAMPLES, POSTERS, AD MATS and 
LITERATURE Write Dept. AL-5. 


WATERPROOF 
SISAL-REINFORCED 
PROTECTIVE PAPERS 


THE SISALKRAFT i 205 W. Wacker Drive, CHICAGO 6, ILL. 


NEW YORK 17, N.Y. bd SAN FRANCISCO CALIF 





precision 
aluminum windows! 


For all types of wall construction in ony 

climate Metalart Aluminum Windows have all 

pe features that good home planning calls 

or: : 

® Performance Deluxe: Close completely, yet 
open with little effort — give dependable 
service year after year. 

® Unbeatable Economy: Low initial cost . . . no rust, 
decay, warp or swell. Painting is never required. 

® Heating Cost Reduced: Flexible stainless steel and 
neoprene weather-stripping makes both heating 
and air-conditioning more efficient. 


®Sturdy Construction: Double-hung window has 
sturdy 31/,'' wide frame. Casement window is 
electrically welded in all corners . . 
Zee trame sections. 


Picture windows are available for use with both 


double-hung and casement windows. Full or half 
length screens available with aluminum frames. 














Pa 
Won pPPROVED © 


. has sturdy 


SEND FOR THIS 16-PAGE CATALOG. Our new Aluminum and 
Blue 16-page Catalog of Metalart Precision Aluminum Windows 
ond other building products contains full information about the 
merits of Metalart windows, specifications, : sizes, installation 
details, etc. Distributorships and dealerships available—write 
ort for complete details. 


ee METAL ARTS MANUFACTURING COMPANY, INC. 
oe TIAL CM UCLIC MCL 


Member of Aluminum Window Manufacturers Ass 


113 











kin oe sa se ee ig 
Booklet Describing Sea Swirl 
Of interest to those planning to 
build, or remodel home or office, is 
a 16-page booklet describing Sea 
Swirl, the new decorative plywood. 
Said to be light, durable, splinter- 
proof, and easy to apply, Sea Swirl 
is prepared by a special manufac- 
turing process which removes the 
soft growth from highest quality 
Douglas Fir. The resulting surface 
gives a distinctive three-dimen- 
sional effect, with natural grain 
patterns of the wood forming 
pleasing swirls and contours. Sold 
in standard 4’ x & panels, ;,” 
thick, for both interior and exterior 
use, Sea Swirl is also available in 
other sizes on special order. The 
booklet describes various Sea Swirl 
applications for walls, furniture, 
ceilings, and built-ins, with accom- 
panying full color drawings. Vari- 
ous color effects also are shown. 
The wood may be used in natural 
tones, metallic finishes, or in a 
wide variety of pastel colors. For 











Remodei Easier ... Faster! 
with an EZ-WAY Folding Stairway 


Remodel! . . . Modernize! Install an 
EZ-WAY Folding Stairway to turn 
waste attic space into useful room for 
storage, den or bedroom. At nominal 
cost! See your dealer or write for 
name of nearest distributor. 


Ly A a eT 


BOX 300-3 « ST. PAUL PARK, MINN. 
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copies of the booklet write Associ- 
ated Plywood Mills, Inc., Dept. AL, 
P. O. Box 672, Eugene, Ore. 





Made with Adjustable Handles 

Hild Floor Scrubbing and Polish- 
ing Machines are now made with 
adjustable handles. By merely set- 
ting a thumb-screw, the handle can 
be raised or lowered to the operat- 
ing position that is most comfort- 
able for tall or short operators. 
This new feature, now standard on 
all except the two smallest models, 
makes it even easier to operate 
these self-propelling machines. 
With a series of easily interchange- 
able attachments Hild Floor Ma- 
chines may be used to scrub, wax, 
polish, buff, sand, grind or steel- 
wool floors of all kinds. Thus, a 
single machine may be used to re- 
condition neglected floors, and then 
to keep these floors healthfully 
clean and attractively bright. These 
machines may also be used to sham- 
poo tacked-down carpeting without 
removing it from the floor. Write 
Hild Floor Machine Company, Dept. 
AL, 740 W. Washington Blvd., Chi- 
cago 6, Il. 








Multiplex Merchandisers 


A complete line of new equipment 
is. now available for displaying 
hard-to-show doors, lumber samples, 
lumber specialties and other build- 
ing materials. Door displays have 
pivot-type steel holders and come in 
units to display a few doors, or in 





larger units that will accommodate 
a greater number of doors, The 
small units are self-supporting, |p 
the larger units, pivot brackets ft 
into steel supporting members that 
can be arranged against walls oy 
in corner positions. The line algo 
includes channelled steel - framed 
swinging panel models for display. 
ing lumber samples, specialties ang 
building materials—such ag molj- 
ing, composition board, wall board. 
ing, roofing, tile and hundreds of 
other kinds of flat material. Smajj 
samples of each item can be easily 
arranged on plywood or composi- 
tion board fillers and slipped into 
the channel steel frames. With 
these M ultiplex Merchandisers 
large amounts of merchandise can 
be displayed in an attractive’ ay. 
rangement in minimum space, For 
descriptive literature write Multi. 
plex Display Fixture Com y 
Dept. A-51, 907-917 N. Tenth Si. 
St. Louis 1, Mo. ri 





Colorful Protective Stain 
With one application, wood treat- 
ing Penta Stain penetrates into the 
wood and (1) impregnates it with 
Pentachlorophenol for protection 
against rot, termites and powder- 
post beetles, (2) coats the wood 
with water repellents for dimet- 
sional control against grain raising, 
warping and. shrinkage, and (: 
imparts a colorful stain. To it 
crease the efficiency of the 
servative and moisture repellent 
qualities of Penta Stain, a second 
coat is generally recomment 
within 24 hours after first applica 
tion. Wood in contact with the 
should have two brush or spray 
coats. On smooth surfaces one 
lon covers approximately 300-350 
square feet. On rough surfaces, 
about 200-250. Penta Stain offers 
colorful protection for garage 
wood fences, wood shingles, bari 
porches, steps, lawn furniture and 
door and shutter trim. 
Wood-Treating Chemicals 
Dept. AL, 5137 Southwest Ave. 
Louis, Mo. ; 
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How-ELL-DOR Sectional Upsweep 
P Garage Doors are distributed 
r exclusively through dealers, and are 
- available in 36 stock sizes for 
residential, commercial and service 
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station installation. Custom-built 
doors of unusual design or size 
are a specialty. 





The universally known 
HOW-ELL-DOR Electric Operators 
for residential, commercial and 
industrial garage doors may be 
obtained with remote or at-door 
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NAMES IN THE NEWS 


New Selling Ideas 
Stressed at Armstrong Meeting 


The development of new markets, 
careful planning, good management 
and hard selling, were called for by 
Armstrong Cork Company executives 
at a two-day annual convention of 
its wholesale distributors at Lan- 
caster, Pa. 

W. E. Hoadley, Armstrong econo- 
mist, told the more than 300 whole- 
salers, special guests and Armstrong 
field men that with a probable “de- 
clining level of new construction over 
the next few years, the building in- 
dustry must now realize that new 
sources of demand—maintenance, re- 
pair, modernization, expansion of 
present dwellings and commercial 
structures—are not only desirable but 
are also a vital necessity in main- 
taining a good level of business in 
the immediate future.” 

Max Banzhaf, director of Arm- 
strong’s advertising and promotion 
department, presented an analysis of 
the company’s advertising program 
for 1952 and reviewed the present 
status of television. He said that 
Armstrong would continue to use 
both television and magazines for 
advertising to “influence people to do 
something about their homes and to 
go to the lumber yard for everything 
they need.” 

Armstrong’s new merchandising and 





retail training program, called a 
“Homeowner’s Clinic,” which will be 
offered to lumber dealers through 
wholesale distributors, will be dis- 


cussed completely in the next issue 
of American Lumberman. The “Home- 
owner’s Clinic” is designed to help 
lumber dealers to sell homeowners 
expansion, 


on home modernization, 
and home improvement. 
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Heat-A-Lite Presented | to 
"Stop the Music" Winner 


Bruce L. Corbett, right, midwest 
sales manager, NuTone, Inc., pre- 
sents a $500.00 check and a Heat-A- 
Lite to Theodore Paddack, Chicago, 
Ill. The award was made by NuTone 


to Paddack for his winning the majop 
prize on “Stop the Music” radio pro. 
gram. 

The Heat-A-Lite is a combination 
electric ceiling heater, ventilating fay 
and light. ; 

NuTone, Inc., with main offices jn 
Cincinnati, Ohio, is the world’s largest 
manufacturer of electric door chimes 
and ranks among the first three 
manufacturers of ventilating fang 
and electric ceiling heaters. One of 
its newest divisions is the Electronic 
Department, producing devices for 
various branches of the armed forces, 


New Firm Enters Wholesale 
Lumber Field 


Cass County Supply Company, Har- 
risonville, Mo., is a new organization 
in the wholesale lumber and building 
material field. The firm began sery- 
ing dealers in Missouri the first of 
March. The new company is an out- 
growth of a distribution business 
established in 1946 to serve the 18 
Missouri retail yards of the R. J, 
Hurley Lumber Company. 

Warehouse facilities are being en- 
larged to 20,000 sq. ft. of space. A 
private switch from the Frisco rail- 
road serves the plant. Shipments are 
made by both rail and truck. The 
company now operates three two-ton 
trucks which serve dealers in the 





Selected Luinber 
froin Selected Alfils! 


OREGON-PACIFICE 
LUMBER CO. 


American Bank Bldg., Portland 5, Oregon 
Phone AT 7245...Teletype PD 131 








FOR FASTER 





No. AL-52. 


General Offices: 


Sales and Service in 
Principal Cities 





Nai 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


STANDARD CONVEYOR CO. 
North St. Paul, Minnesota 


CONVEY IT... 


LOWER COST HANDLING 
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SINCE | Manufacturers of Highest 
1895 Quality Forest Products 


J. NEILS LUMBER COMPANY 


IDAHO WHITE PINE * PONDEROSA PINE 
ENGELMANN SPRUCE * LARCH » DOUGLAS FIR 








MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicago, 
Ilinois; New York City, N.Y. 











TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








Here's a Permanent Star » 










HITCH YOUR 
WAGON TOIT! , 


* 
* 


* 


For 68 years now, our cus- 
tomers have been buying from 
us with confidence . . . con- 

fident their needs for Southern 

Pine, Oak Flooring and Hard- 
woods could be met by the 
haataht hin ati, of large 
acreage, selective cutting, mod- 
ern mills and a will to deliver 
the goods promptly and prop- + 
erly. Give us a try; we're ~ 
confident you'll become a per- 
* 





manent customer. 


Buy Direct * 
SOUTHERN PINE AND HARDWOOD LUMBER 








ROCKY CREEK BRAND OAK FLOORING 


W. T. ele ra Co. 


CHAPMAN ALABAMA 


TEARS F MANUFACTURING YELLOW PINE AND } 
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FLOORING 


OAK @ BEECH @_ PECAN 


“Mt. Vernon” is the home-mark of customer 
satisfaction. Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. 


ALSO BAND SAWN HARDWOODS 


Latest Equipment: Dry Kilns, 
planing mill and flooring plant 


send us your inquiries 


MOBILE RIVER SAW MILL CO., 


Mt. Vernon, Alabama 
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trade area. Sales are also made f.o.b. 
plant to dealers using their own 
trucks for delivery. 

Headquarters are at 714 Reliance 
Building, Kansas City, Mo. Omer 
Pruett is general manager. 


Name Changed to Bay Plywood 


San Francisco Plywood Company 
announces the removal of its ware- 
house and office from San Francisco 
to Fifth and Jackson Sts., Oakland, 
Calif. The firm’s name has been 
changed to Bay Plywood Company. 
Bay Plywood’s new warehouse con- 
tains 25,000 square feet and has its 
own spur track. Facilities are ex- 
cellent for unloading cars and for 
loading trucks. 


New Philippine Saw Mill 


Findlay Millar Timber Company, 
manufacturer of the well known 
K L D Brand of Philippine Mahog- 
any, whose mill at Kolambugan was 
destroyed during the war, expects to 
have its new mill at Kolambugan in 
operation the middle of May. The 
mill will have a capacity of 1,500,000 
board feet per month, and will cost 
in excess of $500,000.00. is 

Mill equipment: Will consist of dou- 
ble circular head rig—8’ Prescott re- 
saw, 26’ mechanical trimmer, log deck 
complete with log kicker, log stop 
and steam nigger. Former Moore 
Dry Kilns are being renovated. 

Yard equipment: Consists of cov- 
ered export sheds, lumber carriers 
and fork lift trucks, etc. New wharf 
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= Here’s big news in wall paneling! It’s Cedar- 
IVES LuxuRY LOOK To LIVING ROM Ridge interior panel, beautiful parallel-line 


design for use in any room in the house on walls, 
ceilings, cabinets, partitions, displays and cabinet 
doors. This panel is a rich red-brown natural cedar 
that harmonizes with almost any decoration or 
furniture. Ridge tops are machined to resist 
splintering and denting. Size 16” x 16” squares 
are easy to apply and may be used in natural 
surface or finished with paint, stain or lacquer. 


Cedar-Ridge is easy to sell because it is economi- 
cal and easy to apply. Send coupon for special 
Cedar-Ridge literature today. 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 


Please send me special Cedar-Ridge literature, with- 
out obligation. 


“rrr rTrrrrrirrtririrtitttt 


May 5, 1952, AMERICAN LUMBERMAN & 


is now under construction—o] wharf 
was % mile long. . 
Logging equipment: Four Cater. 
pillar tractors, two road grade 
three dump trucks, 17 logging truck?’ 
four truck trailers, 15 steam donke 
engines and two powerful tug bose 
A. W. Robertson is manager gj. 
rector, with the main office at 305 
El Hogar Filippino Building, Manila, 
P. I. S. M. Austin will be his as. 
sistant. 
The company also operates a mil] 
and storage yard in Okinawa. Scrip 
Lumber Company, 111 W. Seventh 
St., Los Angeles 14, Calif., is agent 
for Findlay Millar Timber Company, 


Display Contest for Dealers 


Having just completed an extreme. 
ly successful “Prize Campaign” for 
its distributors, Walter E. Selck and 
Co. now announces an Arborite Dis. 
play Contest for the dealers in the 
territories covered by Selck’s sales 
representatives. 

In order to enter the contest, the 
dealer must build an unusual, attrac. 
tive Arborite display in his store, tie 
it in with a window display if possi- 
ble, and send a photograph of it to 
Walter E. Selck and Co., 225 W. Hub- 
bard St., Chicago 10, Ill. Since Ar- 
borite is a highly versatile hard plas- 
tic laminate, the dealers should have 
no trouble whatever in designing and 
erecting eye-catching display units, 
The Gardner Display Co., specialists 
in the field of advertising displays, 
will judge the entries. 

First prize will be a week at Sel- 
crest, one of the most beautiful and 
modern summer estates in the North 
Woods, for the dealer, his family and 
the Selck representative. In addition, 
there are cash prizes for second, third 
and fourth place winners. The contest 
ends June 15, and the winners will be 
announced July 1. 


Ready Hung Door Licensed to 
Prefabricators, Inc., Denver 


The Ready Hung Door Corporation, 
Fort Worth, Tex., has granted 4 
license to manufacture Ready Hung 
Doors under its patent rights to Pre 
fabricators, Inc., Denver, Colo. 

Prefabricators, Incorporated, has #@ 
large and well-equipped millwork 
plant in Denver and a branch plant 
in Pueblo, Colo. This company 
supply Ready Hung Doors along with 
other millwork items to whol 
firms for distribution through lumber 
dealers in the Rocky Mountain Em 
pire. 

Special, high-production equipment 
for the manufacture of the door units, 
furnished by the Ready Hung Door 
Corporation, will be delivered in June 
and production will begin in 
Denver Plant in early July. 

The Ready Hung Door is a door 
and frame packaged unit, with 
door hinged and locked and the frame 
trimmed both sides. These units cal 
be installed in any rough opening 2 
20 minutes. It has been on the market 
in the Texas area since 1948. | 

Prefabricators, Incorporated, is the 
seventh mill licensed to manufacture 
Ready Hung Doors. Other mills ar 
located in Dallas, San Antonia, 
Houston, Tex.; Memphis, Tenn.; Bur 
bank, Calif.; Grand Rapids, Mich. 
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Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





The Ralph L. 


SMITH 


Lumber Company 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 

















SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 





Made Soundly to Sell Soundly 


The name, “Soundbilt”, is your assurance of quality and 


satisfaction in buying Exterior or Interior Douglas Fir 
Plywood. 


“Soundbilt” is truly SOUNDLY-BUILT Plywood — made 
from selected old-growth peeler logs, in a plant laid out 
for efficient, economical production. 


Modem equipment, skilled workers and close supervision 
assure you the best of manufacture. Available in all 
standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 
Lead Tacoma 2, Wash. 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 





MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 









CAHABA DEPENDABLE 
Brand QUALITY 


HARDWOOD 
FLOORING 


HARDWOOD 
FLOORING 


Four flooring species and Yellow Pine boards 
and dimension will be shipped to you promptly, 
in straight or mixed cars. Hundreds of buyers 
depend on us for their entire requirements of 
Southern woods. The Best in manufacture guar- 
antees satisfaction that will bring you back 
for more. 


Red & White Oak 4/4 
and thicker is a specialty 





5 Modern 
BAND MILLS 
to serve you 


LEE 
Les 
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Pacific Coast Owns 
Former Casteel Company 


With funds acquired from the dis- 
posal of several properties during the 
past several years, Pacific Coast Co. 
recently bought the Harold E. Casteel 
Liimber Co., Willits, Calif. The sale 
was consummated the early part of 
the year. 

G. W. Mertens, Pacific Coast presi- 
dent, and Hugh Jay Jacks of San 
Francisco, board chairman, reported 
the purchase represented “an addi- 
tional step in the expansion and in- 
tegration” of the firm’s California 
lumber operations. 

Assets of the Casteel company in- 
clude timber reserves of more than 
300,000,000 board feet in Mendocino 


County comprising about 70 percent 
virgin growth Redwood and 30 per- 
cent Douglas fir, and the adjacent mill 
at Willits with a capacity of approxi- 
mately 100,000 board feet of lumber 
a shift. 

Through another subsidiary, the 
Pacific Coast Lumber Co. of Califor- 
nia, the Coast firm owns and operates 
retail lumber yards in San Luis Obispo 
and Santa Barbara Counties. 


West Coast Lumbermens 
Annual Meeting 

The West Coast Lumbermens As- 
sociation held its annual meeting in 


Portland, Ore., March 27. Hillman 
Lueddemann, Pope & Talbot, Inc., 





headaches | 
os sales when yo 


Door 
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‘the Only, door 


that gives all SIX 
SELLING SERVICES 


n Garage 
TAL 


Package 
MPLETE - as canta 


Pee 


1. ARCHITECT'S SPECIFICATION SERVICE when you 


need if. 


2. COMPLETE LINE—residential and industrial, 8’ x 7’ 


thru 12’ x 12’. 


3. FAST DELIVERY from local service warehouses. 
4. INSTALLATION and SERVICE CREWS when you need 


them. 


5. MAGI-COTE DIP seals wood against moisture, 


termites, fungus. 


6. NATIONAL ADVERTISING and local sales helps. 


Dealers the country over have told us that the trouble 
with the ORDINARY garage door deal is that all 
they get is a garage door to sell. That isn’t enough 
and we know it. So we’ve gone all the way and made 
the Fleetwood deal COMPLETE with everything you 
need for a successful, headache-less operation. 


Write for biVig dal-tamlatieldiilshite) sien 


Ce ey 
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91-401 St. Jean 
Detroit 14, Mich. 





Portland, Ore., was re-elected presi 
dent. Other officers are: vice-pres, 
dent for Oregon, Judd Green - 
Oregon- American Lumber Con 
Vernonia, Ore.; vice-president 
Washington, G. E. Karlen, Karlen 
Davis Co., Tacoma, Wash.; yi, 
president, W. B.° Greeley, Seatt, 
Wash., all re-elected, and treasure, 
W. A. Culkin, Stebco, Inc., Vancouye, 
Wash. Also re-elected were H, y 
Simpson, executive vice-president an 
Harris E. Smith, secretary. 

The members also voted to Increase 
their dues from 15¢ per _thousayj 
feet to 20c per thousand. This ig th 
first increase the association hy 
made since 1939 and is Occasioned 
by the increased costs of all forms 
of trade promotion work. The mep, 
bers believe their trade promotiy, 
work has been extremely successfyj 
During the past year about 1/9 ¢ 
West Coast woods shipments wey 
into the “Deep South,” which in fq. 
mer years would have been considere 
“shipping coals to Newcastle.” 





Feather-Lite of Pennsylvania 


S. A. Miller, sales manager of 
Feather-Lite Mfg. Co., Detroit, i 
shown extending best wishes to his 
brother, Harry Miller. The occasion 
was the designation of the latter » 
exclusive distributor for Feather-Lit 
Products in the Philadelphia sale 
district. 

Mr. H. Miller announces that th 
new company will be known 4& 
Feather-Lite of Pennsylvania. To cot 
tact Mr. Miller, call the operator fo 
the number of Feather-Lite of Pent 
sylvania. 

In addition. to wholesaling th 
Feather-Lite Line of aluminum 
redwood combination windows 4 
doors, Feather-Lite of Pennsylvanii 
will maintain warehousing facilities 
and a service department. : 

Mr. Miller brings to the Philade: 
phia company 4 thorough knowledg? 
of the problems that beset a storm 
sash dealer. He was associated will 
Feather-Lite Mfg. Co. for many yeal® 
as one of its most productive dealer 
in the Detroit market. : 

The entire line of Feather-lit 
products will be handled from th 
Philadelphia office. . . . In aluminut 
combinations; Stor-Eze (Self-Storing) 
& Feather-Lite Casement; In redw 
combinations, The Papoose, Econotlj 
Sterm Sash. Also the complete litt 
of aluminum and redwood combinatit! 
doors and basement windows - - + 
be sold and stocked. 
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Waste with READY HUNG DOORS. FORT WORTH 2, TEXAS 





Bored Workmen waste Boards. Eliminate peany wuUNG DOOR CORP., DEPT. B 
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for Swing Saws 
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30 prev Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 
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GRAND APIDOS 
MICHIGAN 


» 


















Picture of 
a Best Seller in OAK 


We invite you to get acquainted with popular Robin Hood Brand 
Flooring — produced from fine, soft-textured kiln dried oak 
stock. Manufacture is unexcelled. Note the nail groove and double 
ploughed back with center support, designed to minimize a 
and assure a smooth, even floor. Every foot of Robin Hood Oa 
Flooring is produced and graded according to FMA standards. 


We are also wholesalers of Southern Yellow Pine, Hard- 
woods and Tidewater Red Cypress. Consult us on your 
requirements. 


fans B 


Sole Distributors of Robin Hood Brand Oak Flooring 
Summerville, South Carolina 
OAK FLOORING Manufactured by Meridian Wood Products 


Corp., Meridian, Miss. Carolina Hardwood 
Floor ng Corp., Summerville, South Carolina 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


th IMMEDIATE SHIPMENT 








hb? Straight or Mixed Cars 
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=] | @ Common Boards 

ani @ Barn and Drop Siding 

ite @ Sheathing 

adel: @ Factory & Flask Lumber 
a @ Knotty Pine Paneling 
wih B . 
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| |RAINY LAKE LUMBER CO. LTD. 
ring) Sales Office: 

jwvo0d 

now 1026 Chicago Title & Trust Bldg. 
st CHICAGO 2, ILL. 
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Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 
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BRAWN 


The load on the man in- 
Stead of the truck. Extra 
handling, lower efficiency, 
soaring labor costs, 
















Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame, it lifts up to 1,200 ibs. 
with tinger tip control, 








BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
are moved in one easy 
operation. Write Twin-Tilt for literature 
describing-in detail how you can 
save labor costs whatever the 


size of your operation. 
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MANAGEMENT, SALES AND ADV 





ERTISING EXECUTIVES, and regional 


sales managers of Tracy Manufacturing Company, Division of Edgewater Steel 
Company, pause for a group picture for the “family album.” 


Tracy Sales Meeting Gets the 


On March 6-7 Tracy Manufacturing 
Company, Division of Edgewater 
Steel Company, Pittsburgh, held its 
largest and most enthusiastic sales 
conference at the company office, re- 
ported B. T. Roe, vice-president, Sales. 
Field personnel had been increased 
50% since the previous conference 
held in July, 1951. 

Regional managers and field repre- 
sentatives from all sales territories 
attended, and heard details of the 
1952 sales and advertising plans, as 
well as management reports on the 
Tracy product developments and ex- 
panded production facilities. 

Plans for 1952 include special pro- 
motions which had undergone field 
tests. These tests, stated Mr. Roe, 
were conspicuously successful, and 
the plans in full-dress form were re- 
leased to the field organization at the 
conference session. 

Tracy advertising for 


1952 is 


Gun 


stepped up in power and coverage. 
Trade advertising is running in Re- 
tailing Daily, Electrical Merchandis- 
ing, Electrical Dealer, American Lum- 
berman, Plumbing & Heating Busi- 
ness, American Builder, and House 
and Home. Extensive newspaper ad- 
vertising is scheduled in direct sup- 
port of the local retail promotions. 

‘ Frederic Kammann, of Kammann- 
Mahan, Inc., the Tracy advertising 
agency, presented the advertising-pro- 
motional story at the conference ses- 
sions. 

“1952 is definitely considered a hard 
selling year by Tracy,” stated Mr. 
Roe, “and we are prepared to meet 
conditions with the most attractive 
merchandise offerings we have ever 
made, and with the hardest-hitting 
sales programs we have ever devel- 
oped. Our management feels that our 
sales conference is the opening gun 
for the setting of new records in every 
Tracy territory.” 





Salesmen Participate in 
Conference at Gibson-Homay 


The Gibson-Homans Company, pyj. 
vate-label manufacturer in the ppp. 
tective coatings field, recently com. 
pleted a thorough sales confereng 
and training program at the hom 
office in Cleveland, Ohio. Wilbur Pp 
Schmidt, newly-appointed sales map. 
ager, and Adrian H. Hasse of th 
sales department, were co-chairmen 
of the meeting. 

Unique aspect of the confereng 
was that each member of the sales 
force was called upon to make a speech 
and lead the discussion for at leas 
one session during the week. 

Purpose of the meeting was pr. 
jected to be the perfection of a totg| 
selling job. Norman Cornell, former 
sales manager recently promoted ty 
the position of vice-president and gen. 
eral manager said, “This was without 
a doubt one of the most succegsfyi 
sales training programs I havé eyer 
witnessed. Having the men partic. 
pate instead of just sitting and listen. 
ing added a vitality to the meetings 
that I’ve rarely seen. We certainly 
plan to make this an annual affair.” 


First in Series of Mechanical 
Efficiency Meetings 

More than 100 operators, logging 
foremen and woods supervisors from 
Arkansas, Texas and Louisiana met 


on March 12 at Warren, Ark., for the 
first in a series of mechanical efficiency 
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LUMBER CO. 


5601 Elston Ave. 


CHICAGO 30, ILL. 
ROdney 3-4160 
Teletype CG-1464 


Distributing Yard 


ST. LOUIS 1 
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6515 Page St. 
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Package Purchasing Plagues—Buy six items 
in @ package—READY HUNG DOORS. READY 
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English Type —_ . 
RAIL and HURDLE | you SELL FENCE 


FENCE 


—L PROFITS for YOU. 


sisssscciomariTE en 






We Carry Inventory 
Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 
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THE NEW 
PACKAGED UNIT 


HUNG DOOR CORP., DEPT. B 
FORT WORTH 2, TEXAS 


WRITE FOR 








For Estates or smaller Homesites. 


treated with nationally known 
PENTA PRESERVATIVE 
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The Southern Lumber Company 
was host at the logging conference. 
Visitors toured the company’s facili- 


ties and witnessed preliminary oper- 


ations of the first American installa- 
tion of the Anderson Debarker. 

Divided into two groups, the lum- 
bermen went to woods locations to 
observe the company’s logging sys- 
tem, methods and equipment, road 
construction and logging safety. 

At an evening session, discussions 
were centered around log crew organi- 
gation, supervision’s effect on quality 
of logs, trucking methods and safety. 

J. R. Bemis, president of the Ozan 
Lumber Company and chairman of the 
SPA Mechanical Efficiency Commit- 
tee, presided at the meeting. 

Earl Schindler, manager of SPA’s: 
Mechanical Efficiency Department, in- 
dicated that mechanical efficiency 
meetings are being considered in other 
Southern Pine producing states. 


Officers of Ponderosa Pine 


Woodwork 


Re-election of officers highlighted 
the Eleventh Annual Meeting of the 
Ponderosa Pine Woodwork Associa- 
tion held at the LaSalle Hotel in 
Chicago. 

Officers re-elected included: F. E. 
Bissell, Jr.. Carr, Adams & Collier 
Co., Dubuque, Iowa, as_ president; 
Arthur H. Mohring, Edw. Hines Lum- 
ber Co., Chicago, as vice-president; 
J. D. Rowland, Anderson Corp., Bay- 
port, Minn., as secretary; and L. G. 
Carpenter, McCloud Lumber Co., Min- 
neapolis, as treasurer. D. G. Pilking- 
ton continues as general manager of 
the association. 


Andy Landram, St. Paul & 


Tacoma Lumber, Retires 


Something of a milestone in St. 
Paul & Tacoma (Wash.) Lumber 
Company affairs occurred. March 1, as 
Andy Landram decided to ease up a 
bit and relinquish active direction of 
the firm’s sales organization. 

Corydon Wagner, vice-president, ex- 
pressed the hope that Mr. Landram 
would maintain close contact with the 
sales foreé and general company mat- 
ters so that all might continue to 
draw on Mr. Landram’s “fertile mind 
for hew ideas and guidance.” 

ven such a slight change in a 
long and happy association brings 
some regret,” commented Mr. Wag- 
ner, “but in this case, with nearly 40 
years on the record book, the regret 
18 well blended with pride and satis- ~ 
action in the accomplishments which 
ave marked Andy’s career. A sig- 
nificant, and we trust lasting contribu- 
tion to this company’s policies, has 
en his steadfast insistence on qual- 
lty—quality in product, and quality in 
ealings,” 

William R. Garnett has been ap- 
| some j Banager - sales. yews 

assistant manager for ply- 
bi ae Mrs. Mabel Jones, assistant 
ag ad for lumber. Corydon Wag- 
the and Harry Nyland complete 


staff at th 
Tacoma. e general sales office at 
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"ROLLEZY" 

AND "GLIDEOVER"—A wide range of over- 
head models and sizes from 8' x 6' 6" to 
24’ x 24' to meet all residential and com- 
mercial requirements. 

“AUTOMATIC 

ELECTRIC DOORMAN"—Push-button oper- 
ator for opening and closing ANY make of 
sectional overhead and most one-piece doors. 
WAGNER ALSO MAKES—Seaw horse trestles, 


scaffold, roof, and folding ladder brackets 
and hardware specialties. Ask for Bulletins. 


Wagner Manufacturing Co. 


Box AL-52, Cedar Falls, lowa 


























MIXES IN COLD WATER! 





CONSUMERS 
PATCHING 
PLASTER 


- ++ for cracks, holes 
and general repair 





Famous for 
QUICK SALES 
because it... 
1. Needs no sizing. 

Mixes white in cold water. 
. Knits quickly to old plaster. 
. Will not check or shrink. 

. Does not peel or crack. 


®@ Available in 1, 2% and 5 Ib. cartons; 


2, 5, 16, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 





. feet will almost 





ace: = Aer 
ORDER FROM YOUR WHOLESALER 


OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST ST. LOUIS 6, MO 
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New Plant to Double Rilco's Albert Lea Facilities 


Rilco Laminated 
Products, Inc., 
St. Paul, is ex- 
panding produc- 
tion facilities to 
meet the heavy 
demand for glued- 
laminated wood 
framing members 
for commercial 
building, general 
manager George 
E. Schweitzer an- 
nounced. 

Work on a 
new half-million- 
dollar plant in 
Albert Lea, 
Minn., will begin 
immediately, Mr. 
Schweitzer said. 
Its 71,000 square 


double Rilco’s Al- 
bert Lea facili- 
ties. 

The new plant will concentrate on 
the fabrication of heavy laminated 
trusses, arches and beams for com- 
mercial construction. Scheduled to be- 
gin production in October, it will be 
equipped to process 30,000 to 40,000 
feet per day on a single shift basis. 





Rilco’s present Albert Lea plant will 
then limit its production to farm 
products. The plant in Independence, 
Kan., will continue producing both 
farm and commercial glued-laminated 
wood structural members. 





Rockwell Acquires 
New Company 


W. F. Rockwell, Jr., president of 
Rockwell Manufacturing Company, 
Pittsburgh, has announced the acqui- 
sion of the Deluxe Saw & Tool Co. 
and the Karbide King Tool Corp. 

The newest members of the Rock- 
well family of companies started in 
business in 1945 and operate plants 
in Chicago, Ill., and High Point, N. C. 
Beyond the new product functions of 
these plants they house extensive 
service facilities. 


The Deluxe Saw & Tool Co. pio 
neered the manufacture of tungsten 
carbide-tipped circular saws for in- 
dustrial application. The popular ae- 
ceptance of this new type saw guaran- 
tees longer service, more accurate 
cuts and smoother finishes on wood, 
plastic, hardboards, fibers and metals. 


The Chicago plant will remain w- 
der the supervision of A. G. Feldman, 
one of the founders of Deluxe and 
Claud T. Miller will manage the High 
Point plant. 

This brings the number of subsidi- 
aries and divisions of Rockwell to 19. 





Wholesaler Salesmen Seminar—Armstrong Cork 


Thirteen whole- 
sale salesmen par- 
ticipatedina 
Wholesaler Sales- 
man Seminar 
sponsored by the 
Armstrong Cork 
Company  Build- 
ing Materials Di- 
vision at Lancas- 
ter, Pa., during 
the week of 
March 3. The 
Seminar was the 
second in a series of four to be pre- 
sented by Armstrong this year. 

Discussions featured the wholesal- 
er’s problems in relation to promotion, 
advertising, and selling aids. A tour 
of the company’s home offices in Lan- 
caster and a tour of the company’s 
fiberboard plant at Macon, Ga., were 
included on the program. 


Those participating in the Seminar, © 


pictured from left to right, are: Front 
row, Kenneth J. Honey, of Bardwell- 
Robinson Co., Fargo, N. Dakota; Da- 
vid Howe, Jr., of Bush-Caldwell Co., 
Little Rock, Ark.; Richard L. Rush, 
of Binswanger & Co., Richmond, Va.; 
ae Krumper, Roddis Door & Ply- 
wood, Brooklyn, N. Y.; Thomas Mul- 
len, of Igoe Brothers, Inc., Neptune, 





N. J.; Robert Holick, of Igoe Brothers, 
Inc., Stamford, Conn. 

Back row, Joseph Argue, U. S. Mer- 
gel Plywood, Inc., Dallas, Texas; 


Harry B. Worley of Bush-Caldwel 
Co., Little Rock, Ark.; Louis W. Stet 
kamp, of the Cincinnati Sash & Doot 
Co., Cincinnati, Ohio; Morris L. | 

of the Delmarva Lumber & Millwork 
Co., Philadelphia; Lowell C. Halle 
Irwin Paper Company, Quincy, Illi 
and Carl B. Baker, of the Building 
Material Product Distributors, Int 
Philadelphia. 

Present for the Seminar but ab 
sent when the photograph was takel 
was F. Lyman Pampe, of the Ohio 
Valley Hardware and Roofing 
Evansville, Ind. 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @® OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


° 
BROOM HANDLES 
GRADED SAWDUST 


» 
High Grade Northern Hardwoods 
a 
Custom Kiln Drying 


MemBers: M. F. M. A. WN. HL A. ONL H&M. A. 


OCOnTO, WISCONSIN 































GIVE CONDENSATION 
THE AIR with 
“MIDGET LOUVERS” 


Efficient sidewall venti- 
lation for new or old: 
structures! Helps prevent 
condensation and moisture 
blistering. Easy to install. 
2 styles—for indoor or 
outdoor use—both with 
built-in insect screens. All- 
aluminum. 5 sizes—1” to 4”. 


Use on sidewalls, flat roofs, 
eaves and soffits, gables, 
unexcavated areas, finished 
basement walls, cupboards, closets, storm sash, 
etc. Write for information. 


THE 


MIDGET LOUVER CO. 


6-8 WALL STREET © NORWALK, CONN, 








THE NEW 
DOOR AND FRAME 
PACKAGED UNIT 


Save the labor of five trips to the opening 
— one | with a READY HUNG DOOR 
six materials. 


READY HUNG DOOR CORP., DEPT. B 
FORT WORTH 2, TEXAS 








—L. HLL. 


Lumber Corp., Carlton, Ore. 
Manufacturers 
Douglas Fir 

A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 








J.M. J. Tile Cutters give 
YOU the edgein PROFITS 






You You 
Profit Profit 
from from 

Tile Sales Rental 


Customers buy more TILE and YOU PROFIT when you 
offer J. M. J. tile cutters to rent when they purchase tile. 
J M.J. tile cutters cut all resilient floor tile, all types 
of plastic wall tile and cuts and bevels in one operation 
all types of metal wall tile. J.M.J. helps you with 
free ad mats, counter cards, rental 
forms and other material. 

CLIP AND MAIL TODAY 


J.M.J. PRODUCTS CO. eetcevice: 


Please send me FREE BULLETIN F on the JMJ Tile 
Catter Rental Plan and name of nearest distributor. 


NAME 
ADDRESS 
CITY 
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"Get Together" after 60 Years 


William Stoddard, 88 (left), Albert B. 
Lowrie, 81 (center), and Will Rahl, 
85 (right). 

These three men always worked to- 
gether very congenially and recently 
got together after 60 years. Their 
now combined ages equal 254 years. 

“The three of us worked together 
for the Cutler & Savage Lumber 
Company in Sawyerville, near Reed 
City, in 1891-1892. Mr. Stoddard was 
the lumber inspector, Mr. Rahl, was 
the loader, and was a lumber 
shover,” said Mr. Lowrie, president, 
Albert B. Lowrie Lumber Company, 
Dearborn, Mich. 

“Later when I became manager of 
a lumber company, I hired Mr. Stod- 
dard. He worked for me 46 years 
before retiring. Mr. Rahl lives in St. 
Johns, Mich., and both Mr. Stoddard 
and I have kept in contact with him 
from time to time.” 

“A few days ago, Mr. Stoddard and 
I visited Mr. Rahl in St. Johns. We 
had lunch together after which we 
had this picture taken.” 


COMPANIES ANNOUNCE 


William J. Mock was named sales 
romotion manager of the Building 
otetate Division of Hachmeister- 
Inc., Pittsburgh, manufacturer of 
Hako Asphalt Tile Flooring, Coronet 
Plastic Wall Tile, and Vinylflex Plas- 
tic Floor Tile. Mr. Mock previously 
headed the plastic and chemical ad- 
vertising of the Koppers Company 
Inc., and was associated with the 
National Electric Products Corp., the 
Ravenna Evening Record, and the 
Philadelphia Company. His appoint- 
ment by Hachmeister-Inc. is part of 
a newly expanded program by the 
company to give increased service to 
its 112 distributors throughout the 
country. Additional plant facilities, 
plus the addition of Vinylflex Plastic 
Floor Tile to the Hachmeister-Inc. 
line, has brought about a greatly ex- 


‘ panded advertising and sales promo- 


tion program for the company. 


Owens-Corning Fiberglas Corpora- 
tion has established new branch sales 
offices in ‘Tampa, Fla., and New Or- 
leans, La., E. W. Smith, vice-presi- 
dent in charge of sales _ branches, 
announced. A. C. Wilson, who joined 
the Fiberglas organization when it 
was formed in 1938, has been named 
manager of the Tampa branch. Wal- 
ter W. A. Boden, associated with the 
company since 1942 and its resident 
sales representative in New Orleans 
since 1949, was appointed branch 
manager there. The Tampa branch 
will serve Camden and Charlton 





Counties in Georgia and all of Pig. 
ida, except areas west of Liberty an 
Franklin Counties. The branch jy 
New Orleans will serve southen 
Louisiana, southwestern Alabam, 
southern Mississippi and southwest, 
ern Florida, including Pensacola, 


J. Bert Smith became manager o 
the retail department of Rounds ¢ 
Porter Lumber Company, Wichit, 
Kan., effective May 1. Mr. Smith, 
past experience as a retail lumbe 
yard manager, his association with 
the company as district superyigo; 
and, later, as assistant manager of 
the retail department, qualified hin 
for his new position. Former map. 
ager Robert L. Tufner has been tran. 
ferred to California as vice-president 
of Rounds and Kilpatrick Lumbe 
Company at Rounds (Cloverdale), Mr, 
Turner was also made vice-president 
of the Rounds & Porter Company, 
Inc. (California) Frame Factory. 


Vernon L. Johnson, associated until 
recently with the Studebaker Corpo. 
ration, South Bend, Ind., was ap. 
pointed regional sales manager, a- 
cording to Walter E. Schirmer, 
vice-president of the Clark Equip. 
ment Company in charge of Indus. 
trial Truck Division sales. Mr. 
Johnson has been named to head u 
Clark’s Northeastern Region, which 
includes dealerships in New York, 
Albany, Boston, Jersey City, New 
Haven, Philadelphia, Wilmington 
(Del.), Harrisburg (Pa.) and Port 
land (Me.). He will make his head- 
quarters at 165 Broadway in New 
York City. 





Trade Mark 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. : 


SUSANVILLE 





CALIFORNIA { 
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our lumber already cut!"' 





GET YOURSELF MORE 
BUSINESS by using our car- 
in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


LIL-AD FEATURES, 


“"t still think it would be better to buy pep 3, Santa Ana, Calif. 


toons 


COCO O TOE H EHH E EHO EEe 


column sizes. Also 


















YEAW! THE BOSS HAS DEEN UP IN THE CLOUDS 

os SINCE HE — HOW MUCH 
WEAD COST READY HUNG 

DOORS are SAV/NG HIM! 
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HUNG DOORS. 





THE NEW 
DOOR AND FRAME 
-PACKAGED UNIT 


cures “a/ © 
M-1 


Save supervision cost, insurance cost, social 
security cost and payroll cost. Do five rpeapy HUNG DOOR CORP., pert. 6 
weeks’ work in one week with READY 


FORT WORTH 2, TEXAS 
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DEALER { 
INQUIRIES 
INVITED 





Pat. Pendis 


Flash 


Buy 
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Aka gf 3 

‘¢// DOUGLAS FIR 

¢/ PACIFIC COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 
SHINGLES 


SPECIALIZING IN 
CROSS ARMS 
CEDAR AND SPRUCE 


SIDING og LiMiTED 





SAWMILL DIVISIONS 
e COWICHAN 
e VICTORIA 
e VANCOUVER 
e HAMMOND 


HEAD OFFICE: VANCOUVER, B.C. 
SALES AGENT: MACMILLAN & BLOEDEL, LTD. 
VANCOUVER, B.C., CANADA 







FLOORS 
can take-it! 


58 BEBEREE BRIG BS 

HORNER Maple Floors on a baseball diamond? 
Hardly! — but don’t think tough, dense grained HOR- 
NER Northern Michigan MFMA Maple Flooring 
couldn’t take it! That’s why it’s tops for school, insti- 
tutional and industrial floors — it stands impact abra- 
sion and abuse — it won’t chip, dust, sliver, or splinter 
— and it’s easiest and cheapest to maintain! 

Get this business with HORNER Flooring — North- 
ern Michigan premium quality maple — milled to 
exacting Horner standards — a tradition of three gen- 
erations. Write, wire, or phone (Houghton, Mich. 852) 
for quotations on your jobs. ‘ 

i 






‘s 
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HORNER FLOORING CO. i 
215 Maple Ave., Dollar Bay, Mich. 
the oldest 


THORMER scr 


Hardwood Flooring 








WESTERN 


SOUTHERN 
FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 











£iiward J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 26, ILL. 
TELEPHONES: ROGERS PARK 4-7148 & 4-7149 









SO SIMPLE —SO FAST 
"ZA NOTHING 
Y CAN EQUAL IT! 








DEALER AND JOBB 
INQUIRIES = 
INVITED 


It, onma FLASH 
Simply jab FLASH BRIDGE into position; give it a 
thrust with the butt of the palm—then, drive home 
the two nails in the bottom plate that will anchor 
it firmly, forever. Made of cold rolled steel, rust 


treated. Can be bridged as easily with floor laid 
as without! 


Flash Bridge Company + Holland, Mich. 


B 
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Pat, Pending 






















PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MEDIUM size, wedge-adjusted planer 

which is widely used in nearly all 
phases of the wood-working industry. 
Equipped with sectional feed roll, sec- 
tional chip-breaker and four driven 
rolls which permit planing pieces of 
varying thickness without danger of 
kick-back. Has built-in knife 
grinder, variable speed, in- 
stantaneous control of lower 
rolls, instantaneous mi- 
crometer control of 
pressure bar, shearing 
bar and other 
highly desirable 
features. Sturdy, 
semi-steel cast 
frame. Capacity: 
24", 26" or 30" x 
8". A real pre- 
cision, production 
machine at mod- 
erate price. Write 
for descriptive 
bulletin—No. 54. 


BUSS 


MACHINE WORKS 




























238 EIGHTH ST., HOLLAND, MICHIGAN 
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Carter H. Holland, Terre Haute, 
Ind., was appointed sales representa- 
tive for the Creo-Dipt Company, Inc., 
North Tonawanda, N. Y. Mr. Holland 
will represent the complete line of 
Creo-Dipt stained cedar shingles and 
shakes in the territory which includes 
southern Indiana, southern Illinois, 
southwestern Ohio, the state of Ken- 
tucky and the St. Louis, Missouri, 
trading area. 


W. E. Todd was recently appointed 
southern manager for Pre-Engineered 
Division of Mechanical Handling Sys- 
tems, Inc., Detroit, Mich. Seventeen 
years in the conveyor business, first 
as sales engineer, then as manager 
of sales through manufacturers’ rep- 
resentatives, are his qualifications. 
Mr. Todd has his office in Cincinnati 
in the Sheraton Arms Hotel Bldg. 


OBITUARIES 


WILMOT T. PRITCHARD, 65, 
president and general manager, Stet- 
son-Ross Machine Company, Seattle, 
Wash., died Saturday, April,19. Mr. 
Pritchard collapsed while putting on 
the 11th green at the Broadmoor Golf 
Club, and died instantly. Born at 
Merrill, Ia., Mr. Pritchard had lived 
in Seattle 42 years, and during all 


that time had been active in the 
woodworking machine business. Dur- 
ing World War II, he put his factory 


to work building equipment for the 
Maritime Commission. In recognition 
of the company’s efforts, it was given 
the Maritime M award for excellence 
in production. This award is similar 


in purpose to the better known 
Navy-E Award. Mr. Pritchard was 
a member of the board of directors 
of the English Speaking Union. He 
was known to lumber manufacturers 
in all parts of the United States. 


T. W. ROSBOROUGH, 83, well 
known lumber manufacturer of Tex- 
arkana, Ark., died Sunday, April 20, 
at the family residence, 35 Wood St., 
Texarkana. Mr. Rosborough came 
from a prominent east Texas family. 
For many years he was vice-president 
and general manager of the Caddo 
River Lumber Company, Kansas City, 
and in later years was president of 
that company. In the late thirties, 
Mr. Rosborough went to Springfield, 
Ore., having purchased a large body 
of fine old growth Douglas Fir tim- 
ber in the McKenzie River district 
of the Cascade Range ,and built the 


.plant of the Rosboro Lumber Co., at 


Springfield. He was the first presi- 
dent of that company and remained 
active until 1946, when he retired, 
having sold his interests to B. S 
Cole and associates. 


WALTER FELDHAUS, 45, presi- 
dent of the Walter Feldhaus Roofing 
and Siding Company, Evansville, 
Ind., and well known to the lumber 
industry in the Tri-State territory, 
died at his home April 6. He had 
been in failing health for the past 
year. Mr. Feldhaus was a native 
of Evansville and formerly was as- 
sociated with the Stormtite Roofing 
and Siding Company. He started his 
own business in 1949. 


LOWRY BERTELSEN, 77, forma 
president of the Schultze Lumbs 
Company, Evansville, Ind., died gs 
his home April 6, after a brief # 
ness. Mr. Bertelsen retired as pregin 
dent of the Schultze Lumber J 
pany in 1945. He was well known & 
lumbermen in southern Indiana, south, 
ern Illinois and western and northem 
Kentucky. 4 


Answers to WHAT'S YOUR 
ANSWER? 
Stop! Read questions on page 88, 
1—22 billion dollars. See “Vag 
Farm Market Faces Dealer” 
page 60. ~ 4 
2—Nutone, pages 4-5. 4 
3—Glen Newton, of lumber company” 
bearing his name. See page 55, — 
4—Over-the-counter sales to home 
owners, who now outnumber 
renters for the first time. See 
News Briefs, page 9. : 
5—Liftruk, a heavy-duty truck made 
by Silent Hoist and Crane Co, 
6—Short lengths of 2 x 4 sereeds 
are first set in mastic, over which 
flooring is laid. See ad page 65, 
7—Trimz. For complete descriptions 
see New Products section, page 
112. 
8—Arab U-Do-It Termite Control 
See New Products Section, page 
108. 
9—Vita-Var Corp., page 57. 
10—Larch, for structural and framing 
members requiring strength, 
straight grain, etc. 
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PONDEROSA PINE 
SPRUCE 
YELLOW PINE 


PLANING MILLS 
OREGON AND NORTH CAROLINA 


CARS IN TRANSIT AT ALL TIMES 


a lumber 


... from BETTER MILLS 


J. HERBERT BATE CO., INC. 
30 CHURCH ST., NEW YORK 8, N. Y. 
Phone WOrth 4-6363 
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LUMBERMEN 


e substantial cash dividends 
e trained engineers 


Operating in New York state as (A 
Jomes S. Kemper, chairman H G. Kemper, president © Mutual Insurance Building, Chicoge 40 









SERVING 
since lGl2 





) Lumb 


Mutual Casualty Company of Iilineit 























Only genuine 








CIRCULAR SAWS 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 


REPAIRED 


Simonds Bits and Shanks used. 





Meridian, Miss. 


The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 
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